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Forward -- March 


Definite signs point to the fact that 1932 will be a year of growth and progress. Determine now to get into 
stride. During the month ahead the foundations of fortunes will be laid by men who grasp present day opportunities 
and apply themselves to life insurance fundamentals. 


Hard work and seeing people constantly are prerequisites of the successful Life Underwriter. However, in order 
to secure the maximum results for his efforts he must have a complete ''Kit of Tools’’ and above all reasonable Home 
Office cooperation. 


National Life of the U. S. of A. representatives will continue to forge ahead because they have: 


1932 Agency Recruiting Campaign Accident and Health in combination with 
Life 


Liberal Underwriting with Non-Medical 
Leads to live prospects and Sub-Standard 


Clubs and Conventions 


Liberal compensation on guaranteed low 


Excess interest payments on income set- “go 
cost policies 


tlements and funds left on deposit 
Term Expectancy 


Modified Life 


Juvenile Insurance 


Participation of Certain Fully Paid-up 
Policies 

Elimination of policy restrictions 

a einai tities Prompt, efficient service to policyholders 
Practical Sales Preparation Course and beneficiaries 


Established 1868 


NATIONAL LIFE INSURANCE COMPANY 
of the UNITED STATES OF AMERICA 


Robert D. Lay Walter E. Webb 


President Executive Vice-President 


29 South LaSalle Street, Chicago 


A Fine OLD Company for Ambitious YOUNG Men 



































Personal and Confidential 


These words are respected between American gentlemen. Written 
upon an envelope or at the top of a letter-head, they serve as an emblem 
of mutual confidence. They are, indeed, an insurance policy of good faith. 


At the beginning of this new year, The Northwestern Mutual Life 
Insurance Company could properly issue a personal and confidential mes- 
sage to its Agents with the purpose of showing certain palpable advantages 
offered them in their vocation. 


The Company would be justified in emphasizing the continuing low 
cost of Northwestern protection, despite the existing business depression 
with all its consequential incidentals. 


It could, quite properly, refer to the maintenance of the established 
Northwestern dividend scale. 


It could, with pardonable pride, point to its justification in the disin- 
tegration of the disability annuity benefit, and it might even suggest the 
competitive advantages of such dénouement. 


It could also stress other special considerations, but it does not do so 
at this time. This is not a personal and confidential communication. It is, 
rather, a message of cheer and promise to the field representatives of all 
good American life insurance companies. 


The Golden Era of American life insurance selling is at hand. The 
citizen has become thoroughly insurance-conscious and insurance-minded. 
He can be sold now upon a business basis. The sentimental side still re- 
mains, but the other dominates. Life insurance Agents, who are also 
business men, ought to have wonderful success when the citizen gets over 
his financial timidity, which should be before long. 


The Northwestern Mutual Life Insurance Company is assured that 
its Agents have the material, and possess the qualifications, to render ex- 
cellent life insurance service in a business-like and expert manner. 


THE NORTHWESTERN MUTUAL 





INSURANCE COMPANY 


Milwaukee, Wisconsin 
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This is one in a series of advertisements 
devoted to an exposition of those intan 
gibles which make Chicago “a city with a 
personality “ 
= 

| The Illinois Life through these advertise- 
ments pays homage to Chicago. Being the 
oldest legal reserve life insurance company, 
now active, to be chartered by the State 
of Illinois, and having maintained “head 
quarters in Chicago for thirty nine years, 
the Illinois Life feels justified in this effort 
to offset some of the unfair publicity 
which Chicago has received by presenting 


2 glimpse at the other side of the picture. 














Raymond W. Stevens, President 











GROWING with the GREAT MIDWEST 





oe ee | ) lockune 


VIEWED FROM ANY VANTAGE POINT 
Chicago presents a picture. Sometimes a picture of 
charm, quaintness. Sometimes of breath-taking beauty. + 
In this instance we see one of the city s newer business 
structures as it would appear to an observer crouched 
on the lower level of a river bridge, with his camera’s eye 
pointed upward. * Through the interlacing steel dirders, 
out into the night sky. In the distance the tower 
of an office building, bathed in flood-light. From its 


top stretch the sleaming rays of an aerial beacon; 


brilliant shafts of white light cutting into the night. 


ILLINOIS LIFE INSURANCE CO. 


ILLINOIS LIFE BUILDING « CHICAGO a 1212 LAKE SHORE DRIVE 





CHICAGO: A GOOD PLACE FO 


LIVE, A GOOD PLACE TO WORK 
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CONTINENTAL 
ASSURANCE COMPANY 











General Offices, Chicago, Illinois 
December 31, 1931 








ASSETS 
Rs ie SEE oh ee ee $ 315,303.06 
United States Government Obligations .......... 337 ,383.50* 
Cee Fee ees... . . . os ss Eee 1,348,087.13* 
Railroad, Public Utility, Industrial and Miscel- 

I GUN oo. ss onc > Ee ee eee 3,215,578.65* 
Guaranteed and Preferred Stocks .............. 1,480,151.79* 
ge errr. nS er 56,106.00* 
Lee ee a 2,273,346.33 
ne  PPCCCRTEEE rn NE 5,935,571.66 
ee ee Stee eh 743,859.66 
Net Deferred and Uncollected Premiums ....... 759,014.21 
Pe TEE... ao n.0cc oe beeen ae 309,262.56 
eee ee 85,794.66 

_. Se ve a Gee ee $16,859,459.21 

LIABILITIES 

LEE ILE EEE POO LTE . .$12,624,029.21 
Pending Claim Reserve...................... 526,953.22 
Premiums Paid in Advance................... 35,614.71 
Miscellaneous Liabilities .................... 163,203.82 
Contingent Reserve Fund.................... 230,000.00 
Ne IR eo 1,000,000.00 
REELS SS AST Dee Fe Oe eee ae 2,279,658.25 

A Bis iG Olin ou. watibua vad ss ndeane amet $16,859,459.21 


Insurance in Force (“paid for” basis)... .. $151,929,722.00 


*Values are those officially adopted by the National Convention of 
Insurance Commissioners for December 31, 1931, statements except 
for bonds which are on amortized basis. 


The Continental Year Book discloses in greater detail the Company’s operations and i 


financial structure. It will be furnished upon request. 
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A Hooper - Holmes 
inspection is the 
Ounce of Prevention 
for your business 
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CHARACTER: -: ; 


“Truth will ultimately prevail where there is 
pains taken to bring it to light’”’ 

G. Washington 
Washington portrayed the finest of human 
characteristics. With his name are 
indelibly associated truth, honesty, intense 
loyalty and integrity of purpose. 
Born two hundred years ago, he has 
passed into history but his character is 
vividly alive today. It is impressed upon 
each coming generation as an_ ideal 
worthy of emulation. 
The Hooper-Holmes Bureau deals in 
character. Visualized in its files are the 
George Washingtons, the Alexander 


Hamiltons of today as well as those who 
might have been Benedict Arnolds or 
Aaron Burrs. There ore men who are 
grect builders and those who would be 
destructive to Society. It is the collection 
and confidential dissemination of human 
choracter information which mokes the 
service of the Bureau a vital necessity to 
modern business. 

The nationwide facilities of The Hooper- 
Holmes Bureau are devoted to the compiling 
of Moral Hazard Inspection Reports for 
insurance underwriting, credit, commercial 
and employment purposes and 

Claim Reports. Address inquiries 

to 102 Maiden Lane, New York. 
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THE HOOPER-HOLMES BUREAU, Inc. wage” 
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NEW YORK LIFE 


INSURANCE COMPANY 


A MUTUAL ORGANIZATION, FOUNDED IN 1845 


51 MADISON AVENUE, NEW YORK, N. Y. 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK 





87TH ANNUAL STATEMENT, DECEMBER 31, 1931 








ASSETS (itemized below) , 


LIABILITIES (itemized below) ° ° : : ; 
EXCESS OF ASSETS OVER LIABILITIES (General Contingency Fund), ‘ 


; ; ‘ : ;: ; ‘ : ' : , .  $1,890,144,880.69 


$1,770.472,137.51 





$ 119,672,743.18 

















DIRECTORS 
JOHN E. ANDRUS 


Manufacturer, 
The Arlington Chemical Co, 
NATHANIEL F. AYER 
Treasurer, 
Cabot Manufacturing Co., Textiles 
CORNELIUS N. BLISS 
Chairman of the Board, 
Bliss, Fabyan @& Co., Inc, 
MORTIMER N. BUCKNER 
Chairman of the Board, 
New York Trust Company 
THOMAS A. BUCKNER 
President, New York Life 
NICHOLAS MURRAY BUTLER 
President, Columbia University 
CHARLES A. CANNON 
President, Cannon Mills Co. 
CALVIN COOLIDGE 
Former President of the United States 
GEORGE B. CORTELYOU 
President, Consolidated Gas 
Company of New York; 
Ex-Secretary of the Treasury 
WILLIAM H. DANFORTH 
Chairman of the Board, 
Ralston-Purina Co. 
JAMES G. HARBORD 
Chairman of the Board, Radio Cor- 
tion of America; Former Major- 
General, U. 8S. Army 
CHARLES D. HILLES 
Resident Mgr., N. Y. State 
Employers’ Liability Assurance Corp. 
HALE HOLDEN 
Chairman, Executive Committee, 
Southern Pacific Co. 
CHARLES EVANS HUGHES, Jr. 
Hughes, Schurman &@ Dwight 
Former U. 8. Solicitor General 
ALBA B. JOHNSON 
Philanthropist, Former President 
Baldwin Locomotive Works 
PERCY H. JOHNSTON 
President, 
Chemical Bank & Trust Co. 
WILLARD V. KING 
Retired Banker; 
Trustee, Columbia University 
DARWIN P. KINGSLEY 
Chairman of the Board, 
New York Life 
GERRISH H. MILLIKEN 
Deering, Milliken @ Co., 
Dry Goods Commission House 
FRANK PRESBREY 
Frank Presbrey Co., Advertising 
JOHN J. PULLEYN 
Chairman of the Board, 
Emigrant Industrial Savings Bank 
GEORGE M. REYNOLDS 
Chairman of Executive Committee, 
Continental Illinois Bank & Trust Co. 
J. BARSTOW SMULL 
Vice-Pres., J. H. Winchester & Co.; 
Pres., N. Y. State Chamber of Commerce 
JESSE ISIDOR STRAUS 
President, R. H. Macy @ Co., Inc. 
RIDLEY WATTS 


Retired Merchant; 
Director, Chemical Bank @& Trust Co. 





ASSETS 

NS ee $ 9,792,153.75 
United States Government Bonds........................ 47,531,980.91 
State, County and Municipal Bonds...................... 115,177,905.97 
EE ee 151,189,300.14 
ns cence eeetsatedath vende esease 19,793,579.91 
nob cniuee peawddeusen ie keh an kebwes 383,112,490.26 
Canadian Bonds (Dominion, Province, City, etc.)........... 38,381,749.63 
United Kingdom of Great Britain & Ireland Bonds......... 4,984,694.80 
6+. thease cosceténee nea sacedeeneoes 2,179,464.57 
Preferred and Guaranteed Stocks...............22eeeeee: 62,402,545.00 
Real Estate Owned (including Home Office).............. 37,777,895.52 
First Mortgages on City Properties ................ee000: 547,233,154.68 
ES er eee 26,003,152.14 
PY CNY own c COR RUANS 00 be tecducesdcccdendedees 379,479,403.29 
Interest and Rents Due and Accrued..................05: 31,938,020.47 
RE OR EN a Ee ee BF te mee 33,167,389.65 

RE ee ee ee eee ae eve $1,890,144,880.69 


(In this statement, bonds not subject to amortization and all stocks are valued at 
market quotations as of December 31st) 








LIABILITIES 

Reserves—For All Contractual Obligations..............$1,698,495,195.70 
For Dividends Payable in 1932................ 63,210,338.00 
| GE Ea ern ry dahon eet ee eee 6,463,925.07 
I cea caeca ad g crates oe wate-w an a ook ae eed 2,302,678.74 
Se GN WSS SU Hs URL e ee IRR CAEN SEN ce ae cad $1,770,472,137.51 
General Contingency Fund .............ccccccccccsess 119,672,743.18 
ictal tid eal eee aie, bese ciel $1,890,144,880.69 

















POLICY PAYMENTS AND INSURANCE STATEMENT 











Paid to Living Policyholders (Including Dividends) ...................4. $156,096,109.08 
ne Go Tepmreiaianies Gp Them Giada, oa onc ds cwtinwswdwc vc cnsewsveccscces 71,487,826.31 

Total Paid to Policyholders and Beneficiaries in 1931................ $227,583,935.39 
I I a ol ss nisin dee e Res eadeeewanes $673,123,000.00 
Insurance in Force December 81, 1981............cccccccccccccccccces $7,657,373,158.00 
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Drastic Changes 
in Group Are Up 


Conference to Consider Disability 


Proposals at New York 
Meeting Feb. 16 





DIFFERENCES OF OPINION 


Experience Has Grown Steadily Worse 
During Depression—Public Is 
Claim-conscious 


NEW YORK, Feb. 4—Group dis- 
ability experience has been growing 
steadily worse in spite of modifications 
made a year ago and efforts will be 
made to effect drastic curtailments at 
the group conference meeting scheduled 
for Feb. 16. No one is willing to pre- 
dict what the outcome will be, how- 
ever, as there is considerable difference 
of opinion as to what should be done 
and whatever decision is reached has to 
be practically unanimous. _ 

An entirely new disability plan has 
been prepared and will be proposed at 
the meeting. Obviously no predictions 
can be made as to whether it will be 
adopted, but it indicates the importance 
of the problem and the wide range of 
possible decisions that may result from 
the conference. _ a 

Depressed business conditions have 
added to group disability troubles, but 
even without them it is likely that 
changes would be called for. Much of 
the bad experience has arisen from the 
constantly increasing number of work- 
men who realize just what they can 
make out of disability insurance. 


Limitation Proposed 


Efforts will be made to confine group 
disability to an arrangement which 
would keep the workman who has had 
to quit his job because of sickness from 
losing the benefits of his group life pol- 
icy but which would stop the losses that 
have been taking place even under the 
revisions that have been in effect dur- 
ing the last year. 

The importance of having an ade- 
quate provision for the former contin- 
gency is well recognized as otherwise 
it would be almost necessary for a 
workman to drop dead at work in order 
for his family to collect his group life 
insurance. It is possible that some sort 
of waiver of premium plan may be 
worked out. 


Period Short at First 


Three important changes were made 
at last year’s meeting. The ruling 
which provided that employes must be 
in service at least a year before being 
eligible for group disability averted 
many claims from those who were being 
put on the payroll by kind-hearted em- 
ployers just so they might draw disabil- 
ity when the previous short waiting pe- 
riod had expired. This waiting period 
was originally six months but some com- 





Railroads’ Wage Reduction 


of Interest to Insurance 


ARE WORKING OUT SALVATION 





Estimate Saving Will Permit Hiring 
Men to Overhaul Neglected Equip- 
ment This Year 





NEW YORK, Feb. 4.—Decision of 
railway labor unions to accept a 10 per- 
cent cut in wages for one year, it is 
figured, will enable the roads to take on 
additional employes, some of whom will 
be assigned to repair rolling stock. 
While the roads have kept roadbeds and 
rails in first class shape throughout the 
depression, they have been compelled 
through loss of revenue to curtail repair 
work to such degree that some rolling 
stock has deteriorated sadly and now 
must be overhauled. 


Too Much Regulation 


As one of the basic industries of the 
country, the railroads were “regulated” 
by the federal government and many 
state governmments to a degree that 
took the control of affairs largely out of 
the hands of railway officials and 
brought some of the roads to bank- 
ruptcy. 

Feeling in days gone by that the 
bonds of prominent railways of the 
country offered about as secure a form 
of investment as could be had, insurance 
companies, particularly life offices, 
bought heavily of such securities and 
hence have a very vital specific as well 
as general concern in seeing that roads 
are relieved of many hampering govern- 
mental restrictions to which they have 
been subjected and be given fair oppor- 
tunity to work out their own salvation. 

The great majority of the rail prop- 
erties carry fire insurance on their ter- 
minals, warehouses, repair shops and 
rolling stock. While the indemnity has 
decreased materially within the past two 
years, none of the roads has cancelled 
its insurance protection, considering it 
more necessary in times of depression 
than ever. Fires in railway terminals 
and warehouses in different parts of the 
country were severe in 1929 and 1930, 
and happily for the roads the losses 
were made good by insurance companies. 








panies had reduced it to three months. 

The second important change was to 
pay claims in installments instead of 
lump sums. A number of important 
companies, however, had previously 
dropped lump sum payments. The third 
change was the increase of the waiting 
period from three months to six. Where 
disability was obviously total, as in dis- 
memberment cases, waiting period and 
installment payment requirements are 
waived when the insured so desires. 

Group insurance as a whole is con- 
sidered to have held up very well under 
trying conditions. Employers have been 
liberal in extending benefits to their em- 
ployes. No big cases have been can- 
celled and some very large ones have 
been put on the books. Increased in- 
terest in old age pensions and the plac- 
ing of a number of important ones in 
force are looked upon as a stabilizing 
force in the group field. 





Double Indemnity May Be 
Next Benefit in Spotlight 





PREMIUM MAY BE TOO LOW 





Accident Men Point to Monoxide 
Deaths, Heavy Legal Expense as 


Uncertain Items 





NEW YORK, Feb. 4—Double in- 
demnity, usually considered a money- 
maker for life companies, is likely to be 
the next item to get the glare of the 
spotlight that has been playing on dis- 
ability. 

There are two reasons why double 
indemnity may not be so good as has 
been thought, and both considerations 
have a good deal more force now than 
in the past. These are the increase in 
accidental deaths due to automobiles and 
the large number of accidents which are 
unquestionably suicides but which it is 
practically impossible to prove so. 

Believe Rate Is Low 


Accident men familiar with life com- 
pany conditions believe that the pre- 
mium charged is too low and that if the 
cost of handling double indemnity claims, 
including legal expense on contested 
cases, were not absorbed by the life de- 
partment, it would not be possible to 
show a profit in anywhere near the num- 
ber of companies as is now the case. 

Double indemnity as an inducement 
to suicide is a serious consideration. Be- 
cause of this fact some companies with 
one-year suicide clause believe that they 
are better off not changing to a two- 
year provision. They believe that in- 
stead of preventing suicides or avoiding 
payment during the contestable period 
they would be merely paying double in- 
stead of nothing. 

The increasing prevalence of the two- 
year suicide clause, however, makes the 
double indemnity question more im- 
portant than it was when the one-year 
clause was the rule. 

As in the case of disability, un- 
scrupulous policyholders learn what 
they can “put over” on the companies. 
Carbon monoxide cases, where the as- 
sured was overcome while ostensibly re- 
pairing his car, have become so frequent 
that accident companies are considering 
excluding deaths from this cause as 
accidental. 

A number of prominent companies 
suffered heavy losses on double indem- 
nity last year and it is believed that 
annual statements this year will make a 
much less favorable showing in the 
double indemnity item in the gain and 
loss exhibit. 





San Francisco Underwriters 
Entertainment of Big Meet 





At a joint meeting of general agents 
and managers from both sides of the 
bay in San Francisco Feb. 2 to discuss 
their convention plans, several thousand 
dollars for entertainment of delegates 
to the annual meeting of the National 
Association of Life Underwriters in 
San Francisco was underwritten. 

Commencing the first week in April 
a 20 week training course is to be held 
jointly by the San Francisco and East 
Bay Life Underwriters associations. 


| Voting Trust for 
the Union Central 


Leading Cincinnati Citizens to 
Have Control for Seven 
Years 


NEW SLATE CONFIRMED 


Cox President—R. S. Rust, Secretary— 
C. B. Knight New Director—An- 
nual Statement Good 


As anticipated, at the annual meet- 
ing of the Union Central, W. Howard 
Cox, former secretary and insurance 
manager, was elected president, suc- 
ceeding Jesse R. Clark, Jr.. who becomes 
chairman of the executive committee. 
Capt. J. W. Pattison, vice-president, 
takes the additional title of chairman of 
the board in place of Vice-president 
George L. Williams, who continues in 
that position. Superintendent of Agen- 


cies Jerome Clark was made vice-presi- 
dent and superintendent of agencies. 
The new secretary succeeding Mr. 
Cox is Richard S. Rust, formerly as- 
sistant secretary. This aouee was for 
many years held by R. Frederick Rust, 
his uncle, who died in 1928 and whose 
father, Bishop Rust, was one of the 
founders of the company. Mr. Rust 
is one of the young men who has been 
especially active in the affairs of the 
company of late years and his promo- 
tion is in recognition of his good work. 


New Assistant Secretaries 


Three new assistant secretaries were 
elected, Robert H. Flint, W. H. Emer- 
son and George Pansiera. 

The agency forces were recognized 
by the election of Charles B. Knight, the 
company’s great New York City man- 
ager, to the board. Mr. Knight is not 
only a great agency executive but a 
man of broad business experience and 
sound judgment. He, with John L. 
Shuff, the other agency representative 
on the board, will bring to it the view- 
point of the field men. 

Another new director was elected, J. 
W. Carbill, president of the Citizens 
Motor Car Company, representing one 
of the stockholding interests. 


Wise, Important Step 


The Union Central has taken a wise 
and important step in safe-guarding the 
interests of policyholders and agents, 
as well as the stocxholders, in the cre- 
ation of a voting trust composed of 
prominent and public-spirited citizens of 
Cincinnati who recognize the Union 
Central as the city’s largest financial 
institution and who consented to serve 
as trustees of a large majority of the 
stock with a view to preventing any 
manipulations which might prove harm- 
ful. The stock of the Union Central 
consists of $2,500,000 and is limited by 
a by-law to 6 percent dividends ex- 
cept for any profits that may be made 

(CONTINUED ON PAGE 29) 
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New Interests Buy Control 
of Mississippi Valley Life 


FULLER IS NEW PRESIDENT 


New Interests Purchase All Capital 
Stock of Holding Company— 
Plan Reorganization 


Control of the Mississippi Valley Life 
of Madison, Ill, whose home office is 
in St. Louis, has passed to a group of 
Arkansas and Illinois business men 
headed by H. H. Fuller of Eureka 
Springs, Ark., and G. E. Burson ot 
Springfield, Ill. 

The new interests have purchased all 
capital stock of the North American 
Company of St. Louis, a holding con- 
cern owning the Mississippi Valley. 
They contemplate complete reorganiza- 
tion of the life company with a view of 
effecting a number of economies in ad- 
ministration and for the purpose of im- 
proving its cash position. They plan 
eventually to put up additional funds 
so as to expand the scope of its opera- 
tions when feasible to do so. 

Official Staff 

Officers elected by the new interests 
are: President, H. H. Fuller, Eureka 
Springs, Ark.; vice-president, D. Simp- 
son, Eureka Springs, and secretary- 
treasurer, G. E, Burson. 

Mr. Fuller formerly was in the fur- 
niture business in Eureka Springs and 
is well known in Arkansas business cir- 
cles. Mr. Burson entered life insurance 
in 1927 and formerly was secretary of 
a Springfield, Ill, company that since 
has merged with another company. 

The new board of directors consists 
of H. H. Fuller, G. C. Daniels, D. Simp- 
son, L. G. Roark, all of Eureka Springs, 
Ark.; A. E. Barksdale, T. O. Pearce 
and G. E. Burson, all of Springfield, 
Ill.; F. A. Garosche, mayor of Madison, 
Ill, and G. R. Paisley of Decatur, IIL, 
and St. Louis, at one time president 
Standard Life of Decatur, Ill, and In- 
ternational Life of St. Louis. 

_As is known, Mr. Paisley disposed of 
his interests in the International Life 
and retired from the presidency of that 
concern prior to the sale of its control 
te Roy C, Toombs of Chicago. Mr. 
Garosche is the only member of the old 
board of the Mississippi Valley who 
continues. 

The Mississippi Valley now has about 
$33,000,000 insurance in force and ad- 
mitted assets approximately $3,500,000. 
However, like some other companies it 
has been somewhat hard pressed for 
ready cash with which to meet death 
claims and an unusually large amount of 
policy loans and cash surrenders. To 
conserve its resources and avoid being 
forced to make too drastic sacrifices 
through sale of assets on an unfavorable 
market, the old management had as- 
sumed a policy of deferring payments 
on such claims. The new management 
intends to meet this situation promptly 
and on a basis which should prove satis- 
factory to all concerned. 

Illinois Department 


The Illinois insurance department has 
been advised of the plans of the new 
owners and every step that has been 
taken by them in purchasing control of 
the Mississippi Valley has met with full 
approval of officials at Springfield. Com- 
plete cooperation with the insurance de- 
partment in the working out of the pres- 
ent problems of the company and its 
reconstruction and expansion will be 
sought by the new administration. 

The Mississippi Valley originally was 
the Kaskaskia Life of Kaskaskia, IIL, 
being a reorganization of the Kaskaskia 
Live Stock Insurance Company. It 
began business Jan. 6, 1925. On Aug. 
27, 1927, it reinsured the Western Life 
of Chicago with about $4,000,000 of ia- 


New 


Approves 


surance. This was about the time the 
executive offices were moved to St. 
Louis, control having ‘passed to St. 
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Preliminary Figures on Companies’ 
Total New Paid Business in 1931 








New 1931 


American Natl., 
Berkshire Life...........++-+: 
Central Life, Ia........-+ee++: 
Colonial Life 
Conn. Mutual Life..........- 
Great Southern Life......... 
Gulf States Life............- 
Illinois Life 
Reliance Mutual Life 
Security Life, 

Volunteer State 





Gain in 
Force, 1930 


New 1930 
Paid Bus. 


Gain in 
Force, 1931 





$213,769,266 —$3¢ —$32,004,706 
31,342,177 2,3 11,236,839 
20,723,896 —4,917, 3,110,403 
6,059 6,744,447 

967 949,373,990 

—25 52,740,336 

11,989,072 6,521,007 

148,000 257,000 2,379,000 
12,439,691 5,571,717 1,681,025 
16,156,516 —5,070,094 1,192,628 








New President 














W. HOWARD COX 


\V. Howard Cox is now president of 
the Union Central Life. He has had a 
fine experience. He was educated at 
Denison University and the University 
of Cincinnati. He became connected 
with the Union Central in its actuarial 
department in 1908 and then later was 
made chief of the valuation division. In 
1916 he desired to enter the production 
held and he took up the work of solicit- 
ing when John L. Shuff was head of 
the home office agency. He spent six 
years therefore working with a rate 
book. He became assistant manager 
under Mr. Shuff, so excellent were his 
achievements. In 1922 he became assist- 
ant secretary and soon was placed in 
charge of three divisions of the insur- 
ance department. de was elected a di- 
rector and in April 1928 was made sec- 
retary. 





Interest in Iowa Affidavit 
for Licensing of Agents 


_ Considerable interest is being taken 
in the agency qualification affidavit being 
sent out by the Iowa insurance depart- 
ment to those seeking to be licensed as 
agents. There are 18 questions asked, 
there being five divisions under No. 18. 
The questionnaire aims to bring out the 
person's experience in insurance, knowl- 
edge of the Iowa insurance laws, time 
that he expects to devote to insurance, 
amount of premiums he may expect to 
write, companies that have been repre- 
sented by the applicant in Iowa during 
the last five years, reasons for giving 
up any company, information as to ar- 
rears for any premiums during the last 
two years. The questionnaire has to be 
sworn to by the applicant. 





reinsured the Two Republics Life of El 
Paso, Tex., with $10,160,000 insurance 
in force. Late in 1929 it also reinsured 
the Peoples Life of Chicago, and early 
in 1931 it merged with the First Na- 
tional Life of St. Louis. 





On March 2, 1928, it 


Louis interests. 





Some Canadian Companies 
on Preliminary Term Basis 


TORONTO, Feb. 4.—According to 
information obtained here, some Cana- 
dian companies have adopted the modi- 
fied preliminary term reserve basis of 
valuation for low premium policies. 
This basis was authorized by an amend- 
ment to the Canadian insurance act in 
1927. Some companies whose new busi- 
ness was large found the ordinary 
method of valuation, which requires that 
a policy reserve be set up out of the 
first year’s as well as out of subsequent 
premiums, rather difficult. A “full” pre- 
liminary term reserve basis would allow 
the whole of the first year premium to 
be applied towards expense of securing 
business, but the Canadian amendment 
adopted only a modified form. This lim- 
its the amount which can be so applied, 
to the amount of the premium on a 
whole life basis; that is, if the policy 
is limited pay life or endowment, the 
premium in excess of what the premium 
on a whole life policy would be, has to 
be treated in the usual way. 

This authority applies only to policies 
issued since Jan, 1, 1927. 


Election of Officers for 
Inter-Southern Postponed 


Election of officers of the Inter-South- 
ern Life was postponed for a week, until 
a special committee, named to canvass 
the situation as to official personnel and 
prepare a budget of costs, salaries, 
states in which the company will op- 
erate, size of the organization, etc., could 
report. This committee is composed of 
M. J. Dorsey, Chicago; C. Edwin 
Johnson, Chicago; Ellsworth Regen- 
stein, Cincinnati; Austin Kinnaird, 
Louisville, and Ernest Woodward, 
Louisville. 

Three new directors were elected to 
fill vacancies caused by resignations 
some months ago and replace Meredith 
Caldwell of Nashville, whose term ex- 
pired. They are C. J. Simmons, attor- 
ney, associated with the Dorsey inter- 
ests, Chicago; S. E. Stout, New Albany, 
Ind., veneer manufacturer, and Ernest 
Woodward, general counsel for the 
company. Maj. Austin Kinnard, Louis- 
ville: O. C. Neir, Chicago; George A. 
Paddock, Chicago; Ellsworth Regen- 
stein, Cincinnati, and D. C. Stimson, 
Owensboro, whose terms expired, were 
reelected. 





Favor New Group Designations 


At a recent meeting of the executive 
committee and life group advisory com- 
mittee of the Insurance Advertising 
Conference in New York, the idea was 
favored of calling the old standing com- 
mittee the “Life Group Meeting in New 
York,” with the suggestion strongly ad- 
vocated that the southern meeting be 
designated as Life Group Round Table 
in Dallas, or whatever the city might be 
which is chosen each year. 

Rex B. Magee, advertising manager 
Lamar Life, has been appointed chair- 
man of the Life Group Round Table 
meeting in Dallas April 17-19. 
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Walter C. Hill President 
of Retail Credit Company 


T. G. WOOLFORD IS CHAIRMAN 


Cator Woolford, Founder of the Enter- 
prise, Decides to Retire From 
Active Service 


Walter C. Hill, vice-president of the 
Retail Credit Company of Atlanta, one 
of the great inspection services of the 
country, has been elected president in 
view of the fact that Cator Woolford 
desired to retire as chairman of the 
board and T. G. Woolford, the presi- 
dent, was elected chairman to succeed 
him. Cator Woolford remains as a di- 
rector. He has been in its service for 
some 33 years. He founded the Retail 
Credit in March, 1899. It was first 
established for making credit reports for 
local merchants in Atlanta. Then re- 
quests came for reports from insurance 
companies. This led to its gradual en- 
largement until it built up an elaborate 
national system. T. G. Woolford went 
with the Retail Credit shortly after its 
founding and for many years was its 
secretary. He became president in 1927. 
The chairmanship of the board with 
the Retail Credit is a position calling for 
full time activity. The occupant is the 
senior active officer. 

Mr. Hill has been with the Retail 
Credit for 25 years. For many years he 
was vice-president in charge of sales. 
Over a year ago he took charge of gen- 
eral operating activities. Mr. Hill at- 
tends many of the insurance conventions 
and is widely known. 


Many Companies Set Record 
on National Insurance Day 


That national Life Insurance Day this 
year was outstandingly successful is in- 
dicated by the report of a number of 
companies as to their production record 
for that day. 

Vice-president J. A. Stevenson of the 
Penn Mutual reports that the produc- 
tion of that company was $7,250,000— 
the largest single day’s production in 
the Penn Mutual’s history. 

The Western & Southern reports 
writing $1,878,240 new industrial life pre- 
miums calculated on a yearly collection 
basis during the week in which life in- 
surance day occurred. 

The Northwestern National wrote 
$621,818 in new applications, according 
to an early estimate. 

The Guardian Life reports 232 agents 
representing 46 agencies produced 458 
applications for $1,961,675, surpassing all 
previous life insurance days with the 
Guardian. R. S. Marvin of New York 
was the leader with 30 applications, 24 
being prepaid. 


Larson Has Done Good Work 


L. F. Larson of Portland, Oregon 
general agent of the Northwestern Mu- 


tual Life, conducts what he calls the 
“We” agency. He has been in Port- 
land three years. Shortly after the 


Lindbergh airplane flight to France, Mr. 
Larson appropriated the name of his 


airplane. He emphasized the phrase, 
“Not I, but we.” When he went to 


Portland the agency produced less than 
a million dollars. Last year he brought 
the production to over $3,000,000. 


New York Agencies’ Increase 


NEW YORK, Feb. 4—The Aetna 
Life’s R. H. Keffer New York City gen- 
eral agency paid for $2,552,807 new busi- 
ness in January as compared to $2,544,- 
700 a year ago, an increase of $8,107. 

The Julian S. Myrick New York City 
agency of the Mutual Life in New York 
paid for $2,907,727 in January compared 
to $2,831,500 a year ago. 
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Mead Comments on Some 
Problems of Administration 

INTERESTING FEATURES GIVEN 


Analyzes Conditions in the Lincoln Na- 
tional Life That Are Indicative 
of the Times 


Executive Vice-President F. B. Mead 
of the Lincoln National Life in giving 
his annual report to stockholders calls 
attention to the fact that even during 
the trying times of the last two years 
no life company has failed. The volume 
of new life insurance written was ex- 
tremely gratifying. Mr. Mead states 
that it is the prerogative of life com- 
panies to do a satisfactory new busi- 
ness in times of depression. Unlike 
many other businesses they have the 
staunch bulwark of old renewing busi- 
ness which is the great source of their 
profit. He states that the Lincoln Na- 
tional by economy cut off $450,000 in its 
expenses last year and its clerical staff 
has been reduced 15 percent. The com- 
pany’s expense factor in 1926 was 3.27. 
This has been reduced until now it is 
2.51. 

Requires Variety of Talent 

Vice-President Mead said there is no 
other business institution which requires 
such a variety of talent with technical 
training in so many directions as is 
found in life insurance. A life insurance 
institution, he said, consists almost ex- 
clusively of its personnel. He said the 
success of any rapidly growing life com- 
pany is dependent entirely upon the su- 
perior talent which it has available for 
managing its affairs. Superior accom- 
plishments, declares Mr. Mead, obvi- 
ously reflect a superior organization as 
all other factors are practically equal 
except long time establishments of a 
large volume of business. 


Tells About Mortgage Loans 


In speaking of the mortgage loans of 
the Lincoln National Life he said three- 
fourths are city loans and one-fourth 
farm. On the city loans he said there 
is only one-half of 1 percent on which 
the company can reasonably expect ulti- 
mately to have a possible partial loss. A 
survey was made of the Lincoln Na- 
tional loans last year and the expert 
who made it gave a report stating that 
there will be probable losses in farm 
properties and foreclosures aggregating 
from $500,000 to $600,000. Mr. Mead in 
commenting on the report said that if 
it is necessary to take this loss or even 
more, especially over a period of years, 
it will not be unduly burdensome, for 
during the last few years the company 
has been selling the poorest of its farm 
properties and has been absorbing a loss 
in this connection of from $200,000 to 
$250,000 a year. 

Comments on Mortality Expericnee 


In speaking of mortality, Mr. Mead 
said: 

“We have been passing through a 
period of very high mortality resulting 
largely from an excess of accidents and 
suicides. This increased mortality did 
not begin until the fall of 1930, for dur- 
ing the first seven months of 1930 our 
mortality was 4% points below that for 
1929, which on the yearly basis repre- 
sented additional earnings from mortal- 
ity of the annual rate of $450,000. After 
the first seven months, the mortality 
continued to increase and to reach its 
maximum in December, 1930, which 
maximum continued practically until 
May, 1931, when there was some let-up. 
Then there was another rise for 4 month 
or two, then a considerable decrease so 
that the second half of 1931 showed very 
considerable improvement over that for 
the first half. In fact, if we had had the 
same mortality during the first half of 
1931 that we did during the last half, 
our earnings for 1931 would have been 


nearly $700,000 more than they actually | 





LIFE INSURANCE EDITION 





Results of 


Annual Statements Bring Out 


Year’s Operations 








The new Union Central Life state- 
ment shows assets $335,395,806. 
the important items are mortgage loans 
$175,505,686, policy loans $95,231,458, 
real estate $28,718,409, real estate sold 
on contract $12,591,201, dividends for 
1932, $6,392,801, contingent reserve $3,- 
021,564, non-participating surplus $904,- 
090, participating surplus $14,023,917, 
capital $2,500,000, total income $73,800,- 
992, disbursements $62,346,589, insurance 
in force $1,593,785,506, 
Connecticut Mutual Life 


The Connecticut Mutual Life showed 
new premiums last year $6,910,371, in- 
crease $1,440,033; total premiums $33,- 
526,075 as compared with $30,490,586. 
New insurance was $106,212,009, de- 
crease $17,740,256 or 14.3 percent. Total 
income was $44,960,485 as compared 
with $41,454,293. The insurance in force 
was $967,236,495, increase $17,862,505. 
The amount paid policyholders was $23,- 
727,523, increase $3,109,767. The mor- 
tality ratio was 55.04 as compared with 
56.72 the year before. The average for 
five years was 52.04. The net return on 
mean ledger assets was 4.77 percent. As- 
sets are now $210,124,399, increase $13,- 
948,377. Policy loans are $38,554,997, 
increase $7,248,492. It owned $79,507,- 
887 in bonds, stocks $8,911,760, city 
loans $23,137,966, farm loans $39,890,112. 
Foreclosed farm property was valued at 
$3,313,429. The surplus is $9,033,349, 
decrease $180,786. More than 90 per- 
cent of all the mortgage interest cover- 
ing both farm and city loans was paid 
on the due date or 30 days thereafter. 


Great West Life of Winnipec 

The Great West 
annual statement 
force $616,536,322, 


Life of Winnipeg 
shows insurance in 
assets $135,571,241, 
capital $1,000,000, contingency reserve 
$2,500,000, net surplus $1,835,235, new 
business $60,842,657, total income $29,- 
299,097, gross surplus earnings $6,533,- 
027, payments to policyholders $16,493,- 
950. Of the assets 32.8 are in bonds 








were. In fact, if we had had the same 
mortality during the last half of 1930 
that we did during 1931, we would have 
earned almost $700,000 more in surplus 
in 1930 than we did. The reported mor- 
tality for December, 1931, was nearly 
$450,000 less than the reported mortality 
for 1930. Furthermore, January of this 
year showed considerable improvement 
over that of January of a year ago.” 


Among 


| aad debentures, 24.6 in city mortgages 
and property, 21.6 in policy loans, 19.2 
in farm mortgages and property. The 
Great West Life is in a very substantial 
financial condition. 

Midland Mutual Life 


The Midland Mutual Life shows $111,- 
887,543 insurance in force, assets $21,- 
427,724, gain $1,500,000. Death claims 
last year were $539,888, policyholders’ 
dividends $604,264. There was paid to 
living policyholders $2,163,012. The in- 
vestment portfolio of the Midland Mu- 
tual is particularly attractive. It owns 
no stocks. The book value of its real 
estate has been reduced to sound values 
yielding a satisfactory investment re- 
turn. Dividends to policyholders was 
increased by $153,947 during the year 

New Vork Life 


Total assets of the New York Life 
amounted to $1,890,144,800 and surplus 
$119,672,743. Bonds not subject to 
amortization and all stocks are valued 
according to Dec. 31 prices. Dividends 
apportioned for 1932 amount to $63,- 
000,000. Figures as to new insurance, 
insurance in force, income and amount 
paid to policyholders and beneficidries 
were presented last week. 

Of total assets, $162,700,000 was in- 
vested in government, municipal, state 
and county bonds; $573,000,000 in first 
mortgages; $554,000,000 in public util- 
ity. railroad and industrial bonds. 

Since organization, the New York 
Life has paid under its policy contracts 
a total of $3,404,000,000, of which about 
two-thirds was paid to living 
holders. 

Prudential’s Business 


The Prudential reports new ordinary 
business last year $1,486,571,000, indus- 
trial $1,298,033,000, total $2,784,604,000. 
This was the largest paid for new busi- 
ness excluding group in the company’s 
history. The ordinary in force is $8,- 
497,616,000 and the industrial $7,373,- 
021,000, total $15,870,637,000. 

Bankers Life of lown 


The Bankers Life of Iowa in its new 


crease $16,771,457. It had $139,920,798 
on deposit with the Iowa insurance de- 
partment. Its surplus was $6,863,863, 
increase $817,089. The company set 


be paid as policyholders’ dividends and 
(CONTINUED ON PAGE 14) 





policy - | 


statement shows assets $165,677,027, in- | 


aside $5,240,010 out of 1931 earnings to | 


~ 


| 
Higher Surrender Charge 
Is Proposed by Official 


PREDICTS THIS ACTION SOON 


President Linton of Provident Mutual 
Says It May Be Necessary to 
Run Ten Years 


PHILADELPHIA, | Feb 4.—Sur- 
render charges are likely to be increased 
and continued over a longer period than 
prevails today, President M. A. Linton 
of the Provident Mutual Life believes. 
He predicts that several companies will 
make such changes this year. 

The usual surrender charge, and the 
shortness of the time during which it 
is required, make it impossible for the 
company to break even on policyholders 
who surrender in the early years of their 
contracts, Mr. Linton points out. 

“In order for the companies to break 
even, surrender charges should often be 
continued up to the tenth year,” he 
said. “When a policyholder lapses his 
contract within that time and receives 
the entire reserve on his policy, he is 
getting money that he hasn't completely 
earned, and the difference must come 
out of surplus, thereby reducing the 
fund out of which to pay dividends to 
policyholders who keep their contracts 
in force longer. ; . 

“The question was not particularly im- 
portant in prosperous times, but now 
companies have to decide whether they 
will pay their surpluses as dividends to 
policyholders who are keeping their 
| business on the books or as the return 
of reserves to those who have not fully 
earned them. An increase in surrender 
charges would also help to discourage 
twisting.” 


| Harper Is Assistant Secretary 
The Metropolitan Life has announced 
the appointment of W. J. Harper as as- 
sistant secretary. He has been for a 
number of years in the personnel divi- 
sion under Third Vice-President W. F. 
Dobbins and will continue in this line of 
work. He is manager of the Metropoli- 
tan Life band and is to a large extent 
responsible for its development. 








Jeffries on Coast Trip 


J. H. Jeffries, agency secretary of the 
| Penn Mutual Life, is on a trip to the 
| western states and Pacific Coast agen- 
| cies, He will address the Los Angeles 


' Life Underwriters Association Feb. 2 



















































] 
| 1931 | 
| FIGURES FROM DECEMBER 31, » STATEMENTS | 

LIFE COMPANIES. _| 
Gain Prey Total Benefits Total 
Tota New Bus Ins. in Force or loss Incon Income Paid Disburse. 
Assets Capital Surplus 1931 Dec. 31, 1931 in Force 1931 1931 1931 1931 
$ $ x $ $ $ $ 

Acacia Mutwal ......-..-+ 44,672,973  ..csces- 1,688,831 37,712,418 364,519,590 5,322,231 9,873,704 12,644,434 4,546,040 7,228,116 
Bankers Union Life, Colo. 169,865 100,020 53,440 1,981,380 2,185,880 1,801,880 70,468 136,305 8,440 92,386 
Beacon Life, Okla.... . 302,847 170,895 90,513 2,275,428 5,094,971 —2,521,829 45,760 84,768 15,134 84,677 
Capitol Life, Colo....... . 11,121,616 250,000 927,296 10,641,776 70,094,769 —2,754,809 1,733,624 556,140 2,440,978 
Colonial Life .......eeee0% 17,524,671 900,000 810,513 60,194,270 126,980,459 6,059 7 ,284 5,130,993 
Connecticut Mutual ....... 210,124,399 ...seces 9,033,349 106,212,009 967,23 17,862,505 58,306 33,536,649 
Eureka Maryland Assur... 6,219, 250,000 390,384 23,901,756 62,468,119 —5,461,855 5.672 786,787 1,641,360 
Farmers & Bankers....... 10,203, 275,000 375,000 11,200,137 49,757,612 -——782,958 ,059 850,928 1,624,338 
Great Southern Life....... 03,5 3,000,000 1,796,702 36,258,364 251,410,604—25,543,126 155 6,443,529 8,545,843 
Guarantee Mutual, Neb.... S.6TFT = wcvccces 1,206,081 17,124,300 153,913,192—13,775,522¢ 6,098 11,748,522 12,363,328 
Gulf States Life.......... 267,000 110,177 6,736,054 23,827,389 683,518 5,126 147,720 539,285 
Imperial Life, N. C 100,000 141,989 10,296,295 15,2 106,328 .225 246,190 755,988 
| BO eee 200,000 235,463 °3,574,260 $500,807 A 709 695,314 13,197,500 
BAGO GE VRGORER. . ccccvcses 5,000,000 5,141,015 97,270,929 12,579,761 2,6 590 7,092,314 13,197,500 
Manufacturers Life, 1,500,000 27,789,929 68,754,414 ' 12,464,794 22,05 216,949 14,348,063 23,484,861 
Midland Mutual .......... 300,000 886,299 13,454,473 111,851,955 217,679 3, 2,402 2,702,901 4,058,488 
Minnesota Mutual ........ 27,873,008 ........ 1,426,748 45,148,848 17,162,745 9,217,142 6, . 954 3,929,983 6,000,173 
Montana Life ...........+ 500,000 915,000 6,410,926 51,846,217 —3,722,566 1,765,806 2,583,157 1,159,194 1,930,908 
Mutual Benefit Life.......588,208,120 ....c262 seevcees 169,675,411 2,465,136,803—25,674,959 78,060,876 105,420,977 80,885,065 965,098,637 
Pacific Mutual ...........; 5,082,000 9,646,105 67,710,988 763,963,983—12,923,367 ........ 48,962,003 24,944,864 sveccede 
Penn Mutual Life.........496,603,266 .......- 26,730,290 207,725,939 . 102,602, ,658,$§ 88,824,099 122,095,107 63,816,645 85,884,190 
Pe GD osccscnssunens 400,000 416,979 37,090,555 5,436,739 6,899,666 3,660,422 5,463,394 
Pioneer National ......... 100,000 62,486 1,213,500 128,989 139,248 1,000 114,617 
Provident Mutual Life.. seeees~ 18,708,981 109,525,644 : 34,786,613 49,917,862 30,758,866 39,406,342 
Reliance Mutual, Ill....... 722,000 .....«... 134,000 351,000 2,616,000 257,000 65,000 100,000 42,000 76,000 
MOSOTVG TAOS ccccccceccece 200,000 503,806 13,359,311 75,000,911 —-2,488,072 2,011,273 2,674,672 1,721,764 2,679,939 
Union Pacific, Neb........ 150,000 37,477 668,249 5,550,497 —1,132,891 136,126 155,199 42,094 93,496 
United Benefit Life........ 300,000 200,000 36,019,676 55,168,937 15,902,779 1,013,864 1,228,786 169,066 795,946 

322,777 200,000 103,335 4,002,030 7,350,730 1,320,480 108,803 130,397 19,273 193,020 


Union Pacific, Wash....... 


tSix months. *Industrial $16,312,298. 


tIindustrial $34,158,749. 


SIndustrial $1,181,905. 
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rowers? 


reason 
status. 





HELP 


YOURSELT 


by helping your 


borrowers 
& 


e Instead of getting better the loan situa- 
tion on life insurance policies has been 
getting worse. 


e How many of your policyholders have bor- 


rowed the limit? 


e How many policies have lapsed? 
e How many more will lapse before the end 
of 1932? 


© What are you doing to service your bor- 


e A letter addressed to the American 
Conservation Company will bring you 
information showing how you can service 
them without disturbing your present 
organization—without interfering in any 
way with your drive for new business. 


e Weare equipped to service your poli- 
cyholders 1 in any location—to reinstate, 
rewrite and conserve cases that for any 


are dissatisfied with their present 


« An investigation of this service will 
cost you nothing—obligate you in no way. 


© 
AMERICAN 


CONSERVATION 
COMPANY 


LIFE INSURANCE SERVICE 


Herbert G. Shimp, President 


307 NORTH MICHIGAN AVENUE, CHICAGO 














Additions Made to List of 
Companies Changing Clause 





OTHERS MODIFY DISABILITY 





Huge Majority Now Have Indicated 
More Conservative Attitude To- 
ward This Coverage 





A number of additional companies 
this week announced changes in their 
attitude toward disability coverage. The 
great majority of the companies now 
have made changes, a large number 
quitting the income clause entirely and 
others drastically curtailing this cover- 
age. 

Missouri State Life 

C. O. Shepherd, vice-president and 
actuary of the isissouri State Life, an- 
nounces that within the next 90 ‘days 
the company expects to announce and 
adopt a new form of total and perma- 
nént disability benefit. In the mean- 
time, the company is adopting a tem- 
porary increase of 50 percent in the old 
rates for the income clause to become 
effective Feb. 15. It is indicated that 
the rates adopted later on may be about 
the same as under this increased sched- 
ule. 

On Feb. 15 there will also go into 
effect certain changes in underwriting 
rules which will probably be continued, 
with minor changes, after adoption of 
the permanent clause. 


Ineligible Classes Listed 


No income disability will be written 
in the following cases: Policies under 
$2,000; non-medical cases; on women; 
applicant over age 50; on term or modi- 
fied life; farmers (except special cases); 
army and navy officers; unskilled work- 
ers; men in business for themselves un- 
less there is proof of substantial busi- 
ness and steady income. These restric- 
tions are designed to limit solicitation of 
disability business to the salaried em- 
ploye group. 

No disability income will be issued 
which will bring the income from dis- 
ability in the Missouri State Life 
above $125 a month. 

Mr. Shepherd states that while these 
restrictions are severe, they are neces- 
sary and may prevent the necessity of 
dropping the income feature entirely. 


Bankers Union Changes 


Monthly income disability features 
will be changed as follows by the 
Bankers Union Life: Maximum age at 
issue, 50 years instead of 55; coverage 
terminates at age 55 instead of 60; wait- 
ing period eight months; income pay- 
ments cease at maturity on endowment 
policies and on all other policies at age 
70. Income clause not granted to wo- 
men. 

Dr. C. R. Dudley, vice-president and 
medical director of the Continental Life 
of St. Louis, Mo., has notified the agency 
force that no disability benefits of any 
kind will be added to life policies is- 
sued before Jan. 1, 1932. The company’s 
policy regarding disability on new poli- 
cies has not been announced. 


Great Northern 


The Great Northern Life has ceased 
writing any form of income disability 
and now is writing only waiver of pre- 
mium on male risks only, ages 18 to 50. 
The waiver clause covers disability oc- 
curring only before age 55. Limits are 
elastic, depending upon earned income 
and other characteristics of the risk. 


Explains Company’s Action 


Because action of the American Life 
of Denver in changing to an eight 
months’ waiting period in place of the 
six months adopted by most other com- 
panies, has caused considerable com- 
ment, V. L. Tickner, vice-president and 
general manager, explains why his com- 
pany adopted this course. 

He says: “It occurs to me that with 











New President of the 
Bankers Reserve Life 











WALTER G. PRESTON 


The newly elected president of the 
Bankers Reserve Life of Omaha, Wal- 
ter G. Preston, was educated in the pub- 
lic schools of Omaha. For a short 
time he attended Bellevue college and 
then joined a banking house as messen- 
ger, shortly becoming assistant td the 
paying teller. 

At the age of 15 he entered Andover 
Academy, preparing for Yale. He was 
one of the youngest graduates of that 
university. 

Mr. Preston then for four years as- 
sisted his father in the real estate busi- 
ness and then launched a wholesale mer- 
cantile and shipping business of his own 
in Alaska. He returned to Omaha in 
1903 and joined the Bankers Reserve in 
a clerical position. Shortly. he was ap- 
pointed manager of the agency depart- 
ment and was elected vice-president and 
treasurer in 1904, 

During his 28 years with the Bankers 
Reserve, Mr. Preston has had experi- 
ence in every department. He has seen 
the home office staff increase in per- 
sonnel from 12 employes to 150. He 
has seen the company’s assets increase 
from $160,499 to $22,748,316 and busi- 
ness in force from $6,000,000 to $125,- 
055,045. 








sO many companies making such a 
hullabaloo about the disability situation, 
many people will take the attitude that 
since the companies claim to be losing 
so much money on the disability pro- 
vision they ought to have more of it; in 
other words, if it is unprofitable for the 
company to sell it, it must be a good 
buy for the policyholder. 

“We have always had a six months’ 
waiting period on disability and our ex- 
perience because of that has not been 
unfavorable. We do not mind our 
agents selling disability, but we do not 
want people to buy it from us, so we 
thought if we made our disability pro- 
vision a little less favorable than that 
offered by other companies, we might 
lose some sales of insurance, but on the 
other hand, they would not be buying 
disability from us.” 





Los Angeles Agencies Gain 


The H. G. Everett agency of the Lin- 
coln National Life at Los Angeles 
closed 1931 with a gain of over 10 per- 
cent in paid-for production and was 
third among the company agencies for 
the year. 

The Los Angeles agency of the State 
Mutual Life, Roy Ray Roberts, general 
agent, also ‘gained 10 percent in paid- 
for business in 1931. 
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SW Mlan KC. CCa lll 


r & = F DENT GEN. MANAGER 
Diversification investments is No other security of whatever 
of prime importance. We have a nature has so amply demonstrated 
well balanced portfolio, with bonds its worth during these crucial times 
and debentures constituting the as has Life Insurance. 


largest unit. 


tronger | han Ever 
at the close of 1931 


Interest and premium receipts materially increased. Ex- 
penses substantially reduced. Contingency reserve largely 
increased. Doubtful assets rigorously written down. 





Assets. . ..... . $135,571,240 
Liabilities . . . .... 182,736,005 
ee 
Business in Force . . . . 616,536,322 
Gross Surplus Earned . . . . 6,533,027 


Complete Report mailed on request. 
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Decision Induces Caution 
in Extra Policy Delivery 





AMENDMENT FORM UNSIGNED 





Metropolitan Liable, Pennsylvania Su- 
preme Court Holds, Despite Ir- 


regularity in Procedure 








NEW YORK, Feb. 4 
a recent decision by the Pennsylvania 
supreme court life companies may be 
expected to make stricter rules for 
agents regarding the delivery of extra 
insurance contracts asked for in the 
hope of increasing the amount to be de- 
livered. 

In Fidelity Title & Trust Co. et al vs. 
Metropolitan Life (157 Atlantic 614-616) 
it appears that a Metropolitan agent 
gained an application for $5,000 and 
asked for an “extra” $10,000 which was 
issued by his company. Both policies 
were delivered to the insured but the 
agent failed to get his signature to the 
customary amendment form stating that 
the $10,000 policy was issued in reliance 
upon the written application for the 
$5,000 contract. 

On the death of the insured the com- 
pany resisted payment on the ground of 
false and fraudulent representations in 
the application. The $10,000 policy, like 
the $5,000 contract, had a copy of the 
application attached but the court held 
that it was not a copy of the application 
made for the $10,000 policy, the $5,000 
contract having been payable to the 
wife and the other to a wife and 
daughter. 

Testimony of Agent 


The agent testified that his company 
had prepared and instructed him to have 
executed by the insured the usual 
amendment form and attach a copy to 
the extra policy but that both policies 
had been delivered and paid for without 
the form being exhibited to or signed 
by the applicant. As insured had agreed, 
prior to the delivery of the policy, to 
accept the extra $10,000, the court held 
it was issued on an oral application 
and, since it was not shown that the 
insured had made a false statement con- 
cerning any material matter at the time 
such oral application was made, no ques- 
tion of false and fraudulent statements 
on the part of the insured was involved. 

Even if the amendment form had been 
signed, the court said, it would have 
been unavailing because it was not at- 
tached to the policy. 


Deep Sea Fishing 

Charles F. Williams, president of the 
Western & Southern Life has with him 
aboard his yacht “Genethia,” a party of 
friends who are deep-sea fishing off the 
east coast of Florida. He shipped to 
the home office a live giant turtle from 
which soup was made for the 600 em- 
ployes. 





Constructive Aim 
Is Seen in Work 
at Jackson, Mich. 








The Jackson, Mich. Life Under- 
writers Association in connection with 
the better business bureau committee of 
the chamber of commerce is sponsoring 
a series of advertisements in the papers 
giving warning against any undermining 
of life insurance. The first of the series 
appeared in December and told about 
the danger of dealing with a rebater. In 
January the subject was twisting. The 
series has been arranged to continue for 
several months with the point in mind 
of helping policyholders to conserve 


their insurance and especially to assist 
those whose contracts have been im- 
paired with loans. 
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Simon Sees Low Cost Life Policies 
as a Great Menace to Insurance 





Prompted by a communication to 
THe NATIONAL UNDERWRITER from J. 
Elliott Hall, one of the Penn Mutual 
general agents in New York City, Leon 
Gilbert Simon has written the follow- 
ing criticism of so-called low cost in- 
surance. Mr. Simon is special agent 
for the Equitable of New York in New 
York City, well known insurance lec- 
turer and author of the popular treatise 

3usiness Insurance.” 


Agrees with Mr. Hall 


“Upon my return from abroad to- 
day,” Mr. Simon writes, “I had the op- 
portunity to read THe NATIONAL UNDER- 
WRITER issue of Dec. 18 and on page 4 
found a very splendid article by J. El- 
liott Hall. I not only agree with every- 
thing Mr. Hall had to say but in par- 
ticular one statement impressed me very 
much. Mr. Hall made a statement that 
something should be done to get all the 
companies to discontinue their low cost 
policies. 

“I believe that the great menace in 
life insurance today is the so-called low 
cost policies or cut rate insurance as 
it should be called. All over this coun- 
try educators are traveling and appear- 
ing before life underwriters’ associations 
presenting the importance of the invest- 
ment feature of life insurance and yet 
the companies rush to the front and 
advocate new policies with high sound- 
ing names which are simply cut rate 
policies and a variation of the term in- 
surance policy. 

Menace to Business 


“These low rate policies are an actual 
menace to the business. They destroy 
all of the investment feature of life in- 
surance. In addition to the above I 
believe that the only purposes of these 
cut rate policies are to substitute some- 
thing new for something real. When a 
salesman has to go out and talk about 
a brand new policy with a tricky name 
he is simply finding a substitute for real 


; are remarkably small. 


salesmanship and when the companies 
put these new policies out they are 
simply admitting to themselves that 
their selling forces lack real sales ability. 

“The distinguished economist, Samuel 
Crowther, said recently, ‘Newness must 
not be mistaken for goodness.’ This 
phrase is particularly applicable to these 
new insurance policies which have been 
devised to stir up the selling forces of 
insurance companies and upon an ex- 
amination of these new forms of insur- 
ance it appears that something new in 
life insurance is not exactly good and 
in this particular case it is especially 
bad. 

Commissions Are Small 


“These cheap rate policies lead to 
some absurd conclusions. For example 
I know a few men in New York City 
who have sold a great deal of these cut 
rate policies and yet their premium ac- 
counts and the subsequent commissions 
I know of other 
underwriters who have written a com- 
paratively small volume of business but 
whose commission accounts have been 
large because of the fact they did not 
sell any of these new policies. 

“Nevertheless, the honor rolls of a few 
of these companies indicate that the 
men who are selling cut rate insurance 
are top notchers. That, of course, is 
an absurd conclusion, all of which com- 
pels me to reiterate a statement I made 
in print eight years ago to the effect 
that the honor roll of personal producers 
of different insurance companies must 
not be taken too seriously because of 
the fact that quantity is the gauge and 
not quality. 

Quality Is Solution 


“If we could only destroy the ever- 
increasing importance of quantity of 
business and replace it with quality then 
most of our problems would be solved. 
And in the last analysis if we bend our 
efforts to quality only, then volume 
would be automatically taken care of.” 








Lincoln National Life Has 
Announced Agency Meetings 





Vice-president W. T. Shepard of the 
Lincoln National Life has announced the 
meeting places of the 1932 sectional 
meetings. The eastern meeting will be 
held Feb, 23-25 in Atlantic City. The 
western meeting will follow a week 
later, March 1-3, in Hot Springs, Ark. 

The meetings will be of a sales and 
educational nature, plus a special fea- 
ture playlet, “What Price Policy Loans,” 
which was recently so_ successfully 
staged by the Pilot Life of Greensboro, 
N.C. The feature speaker of the meet- 
ings will be G. Fay Davies of the Life 
Insurance Sales Reasearch Bureau. 

Representatives from the home office 
who will attend are: Vice-president 
Shepard, Manager of Agencies A. L. 
Dern, Medical Director W. E. Thorn- 
ton, Controlled E. C. Wightman, As- 
sistant Secretary and Auditor J. J. 
Klingenberger, Assistant Secretary C. 
Cross, Publicity Director W. T. Plog- 
sterth, Superintendents of Agencies A. 
A. McFall, F. W. Gale, J. P. Carroll 
and A. H. Hammond, and Advertising 
Manager F. L. Fisher. 


Fischer Sets New Record 


The St. Louis general agency of the 
Massachusetts Mutual Life headed by 
Chester O. Fischer, established a new 
all-time record for paid-for production 
in 1931 with $9,186,088 compared with 
$8,547,479 in 1930. The previous record 
had been set in 1928 with $9,141,520. 

The agency closed the year with a 
rush placing 178 policies for $1,285,906 
of new business in December. 





Rhodes Analyzes Disability 
in Paper Given in London 





The development of disability insur- 
ance in the United States and Canada 
and the circumstances which have caused 
the drain upon surplus in recent years 
were reviewed by Vice-President E. E. 
Rhodes of the Mutual Benefit in a paper 
presented before the Institute of Actu- 
aries in London. 

Mr. Rhodes attributed the loss to sur- 
plus to inadequate premiums, unsound 
underwriting, inefficient administration 
of claims, increasing liberality of inter- 
pretation of the usual definition of total 
and permanent disability and general 
competitive conditions. 

He said that under certain circum- 
stances there are reasons for believing 
that disability is practicable. Among the 
circumstances are that the policy must 
be defined throughout as a contract of 
indemnity. The contingency insured 
against must be the occurrence of a pe- 
cuniary loss as the result of disease or 
accident. The standards of selection 
must be those which apply to health and 
accident underwriting and claims should 
be allowed or disallowed in accordance 
with the terms of the contract without 
regard to the effect which disallowance 
would have on the life business of a 
company. A prompt presentation of 
claims should be required by the terms 
of the contract and premiums must be 
adequate. 


Reynolds’ Hobbies Revealed 


The Kansas City “Star” last Sunday 
carried.an interview by A. B. MacDon- 
ald, last year’s Pulitzer prize winner, 
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Commodore Key Plans to 


Retire Two Years Hence 








COMMODORE A, L. KEY 


CHATTANOOGA, TENN., Feb. 4. 
—Commodore A. L. Key plans to retire 
from the presidency of the Volunteer 
State Life two years hence, and Col. 
Richard H. Kimball, president of the 
Foundation Trust Company, is sched- 
uled to succeed him. This announce- 
ment was made by Commodore Key in 
discussing the plan to create the posi- 
tion of active vice- -president and to elect 
Col. Kimball to that position at the an- 
nual meeting Feb. 18. No other change 
is contemplated at this time. Commo- 
dore Key joined the Volunteer State in 
1911 after having served in the United 
States navy for 34 years. For many 
years he has been in active control of 
the affairs of the company. He was 
elected president in 1925, after the death 
of Z. C. Patten. 

When Commodore Key joined the 
Volunteer, it had $100,000 capital, $34,- 
000 surplus and $16,795,000 business in 


force. It now has $1,250,000 capital, 
$821,000 surplus and $150,000,000 in 
force. 


Commodore Key is a graduate of the 
United States naval academy at Annap- 
olis, and Col Kimball is a graduate of 
the United States military academy at 
West Point. A native of Texas, Col. 
Kimball received the A. B. degree from 
the University of Texas before enter- 
ing West Point. After graduating from 
the academy he remained in the army 
until 1921, attaining the rank of col- 
onel. He served during the greater part 
of the world war on the general staff 
and was awarded the distinguished serv- 
ice medal. 

He retired from the army in 1921 to 
enter business in Chattanooga. He is 
interested in various business enterprises 
in the development of large real estate 
holdings. In 1930 he organized and be- 
came president of the Foundation Trust 
Company, devoted primarily to property 
management. He will continue that con- 
nection. 








with J. B. Reynolds, president of the 
Kansas City Life, and Mrs. Reynolds. 
It develops that Mr. Reynolds considers 
his hobby of raising and racing fine 
pacers has “kept him alive,” because they 
have provided relaxation from the stren- 
uous duties as head of one of the largest 
companies in the middle west. 

Mrs. Reynolds’ hobby is making 
quilts, and when she and her husband 
follow the grand circuit in the summer 
with their horses, she takes her quilting 
material along and works at that dur- 
ing the mornings while her husband is 
watching the horses work out for the 
afternoon races. Although as fond of 
making quilts as her husband is of 
horses, he sticks to his story that she is 
as thrilled at the races as he is. 
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J ACACIA 


MARCHES FORWARD 














Sees, Ge OPIN EN POU, sas. noc cesses ceesenbeuceces $ 5,322,331.00 
Se > Se ee ee me ee 5,443,550.00 
a ee hus egebeeseeenee e@eae ah 5,072,413.50 
att el Re ee eee peee y= > 37,712,418.00 








INSURANCE IN FORCE—$364,519,590.00 








Acacia’s policyholders share in the prosperity of their company. It is the first and only mutual old-line 
company to reduce its premium rates to approximately the rates charged by the non-participating stock 
companies, lower than most of them.—The only company that gives its policyholders the low initial rates 
of a stock company combined with the dividends or profit-sharing advantages of a mutual old-line company. 















SUMMARY OF ANNUAL REPORT 


as of December 31, 1931 































ASSETS: LIABILITIES: 
First mortgage loans on improved real es- Policyholders’ divide nd re- 
a ee ee ee ee ee $22,811,045.05 ee $ 860,092.80 
ee WOE Boies bubs nek eae a eseneeen 2,635,857.78 Reserve for taxes accrued.... 191,339.89 
ONES Gcauwss Canc tncacesaeeuneatededteas 2,733,670.00 Premiums and interest paid in 
er Ba aiwibeimininen 174.443.79 AdVANCE 2... ee ee cece cree es 333,129.15 
0 EE ene eee 416,383.83 Miscellaneous .......... vse+ 810,221.78 
Cn Oi Cn atatdbdutandceneteeanne eu s 8,790.17 i aa 1.304.783.68 
Loans on Association's policies .......... 11,807,484.26 a en eee ee oe a 
aoe ee ee Legal reserve requirements 
, . American Experience Table 
Re IE Wide ea one anaes ceblecne ct 322,728.39 of Mortality and 3%% inter- 
- appa est on Oil pOliCies .ccccces $41,389,359.02 
Total Assets .........sceeeseseeeeees $45,027,879.14 ED NEEL. Guseseneeeesans 1,688,830.60 
Less Furniture, Equipment, Non-Ad- saves 
Ss SE? bch ceuncds<cesnues 354,905.90 $43,078, 189.62 
OR: ER enced ooh abe cae sds sedes $44,672,973.24 $44,672,973.24 















ACACIA’S PYRAMID OF GROWTH 


PROGRESS DURING TWENTY-FIVE YEAR PERIOD 








Insurance in Force 
Year Assets Net Surplus at End of Year 
1906 $110,534 $26,996 $1,935,000 

1911 $284,157 $20,010 $4,152,075 

1916 $1,022,065 $36,869 $15,081,011 
1921 $4,532,698 $236,165 $101,222,295 


1926 $19,067,908 $1,186,582 $226,276,746 
1931 $44,672,973 $1,688,831 $364,519,590 















ACACIA 


MUTUAL LIFE ASSOCIATION 


Chartered by Special Act of Congress, March 3, 1860 
WM. MONTGOMERY, President 
ACACIA’S TEMPLE OF SERVICE 
——101 Indiana Avenue, Washington, D. C.—- 
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Summary of 26th Annual Statement 
December 31, 1931 


i Pi cas dvnbaleeeekeuenebeeee $111,887,543 
SI IN ae 5 eles wee a ew bean oes 21,362,075 
PN SRP: BODE ie:6.ii ce cews odli ond dae 35917,388 
DN ancs0nnhesnee seat age wes 5,528,774 
Total Payments to Policyholders since Organiza- 

ON n06ns sine ts VENbe rEg cys gases se 16,564,255 
Paid Policyholders in 1931........eccccccceee 2,702,900 


(Over 80% of which was paid to living 
policyholders ) 


DD cine Vetwiae ees canseee ss Peaeuasebes 1,617,984 
MOE sc wdh sabes bee sean eee cee 44.37% 
Net interest earned in 1931.......ccccceseees 5.47% 


No reduction in policyholders’ dividends or interest rate. 


Dividends paid to policyholders since organization exceed total 


death losses. 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 


Columbus, Ohio 


“Its Performances Exceed Its Promises” 
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Insurance Spoofed 
a la Ballyhoo by 
Rochester Wags 


In true Ballyhoo fashion, the Roches- 
ter Life Underwriters on national life 
insurance day published a four-page 
pink newspaper, “The Rochester Eve- 
ning Air,” in which there was much 
life insurance spoofing in the editorial 
and advertising columns. There is the 
“Mess Mutual,” which advertises: “The 
biggest mess of agents ever turned loose 
on an unsuspecting community.” 

There is the “Quittable Life. Once 
they get you, you might as well quit, 
they never will.” 

“The Providential has the strength of 
an onion,” is another boast. : 

Another is: “Cabbage, cider, antiques, 
or what have you—also good barn mort- 
gages. Apply Sherbert R, Loose, gen- 
eral agent, Onion Central Life Insur- 
ance Company.” The Pumpkin-Hook 
Insurinx Company advertises assets 
$0,000,000,000. “Bring that rejected case 
to us. Why lose commissions when you 
can secure our new 20 minute endow- 
ment. We will take him even if he has 
one foot in the grave and the other on 
a banana peel. I. Lylikell, general 
agent.” 

In a front page column, “Rochester’s 
Pest,” appear items “One Hundred 
Years Ago Today,” “Seventy-Five Years 
Ago” and “Twenty-Five Years Ago.” 
A quarter century ago it is recorded, 
“Ernie Houghton broke a world’s rec- 
ord for number of applications written 
in a single day—result five completed 
apps, four of which were term contracts 
written on approval, The mayor thanked 
him for bringing the glory to the city.” 

C. L. U. examination questions are 
propounded and answered by Joe Sil- 
verzilch, 


Fraternalists Hold N. Y. 
State Meet in Rochester 














More than 50 delegates attended the 
New York State Fraternal Congress in 
Rochester, 22 societies being repre- 
sented. 

D. J. Coakley, supreme commander of 
the Maccabees, was the principal lunch- 
eon speaker. He emphasized the impor- 
tance of aid extended to members during 
the depression. In Detroit, he said, not 
a single member of a fraternal society 
has appealed to the city for aid. 

G. A. Scott of Waverly, N. Y., who 
has been president of the congress for 
27 years, reported on legislation affect- 
ing fraternals. State Senator F. A. 
Service of Sharon, Pa., was a guest 
speaker. Other speakers were Franklin 
Faye, New York; Walter Basye, editor 
of the “Fraternal Age,” and H. J. Dodg- 
son, editor of the “Fraternal Monitor.” 


Canadian Department Puts 
Out Its Valuation Listing 


TORONTO, Feb. 4——The Canadian 
insurance department’s official list of 
securities held by insurance, loan and 
trust companies in Canada as of Dec. 
31, 1931, with valuations allowed by the 
department, has just been issued. It is 
compiled for the convenience of insur- 
ance, loan and trust companies in pre- 
paring their annual statements. 

The values authorized are: “1. For 
bonds and debentures: (a) held on Dec. 
31, 1930, and not since disposed of and 
not in default or intrinsically depreci- 
ated since the said date, the market 
values as at Dec. 31, 1930; (b) acquired 
since Dec. 31, 1930, and not in default, 
the book values as at Dec. 31, 1931; (c) 
other than those mentioned in (a) and 
(b) above, the market values as at Dec. 
31, 1931. 

“2. For preferred and common stocks: 
(a) held on June 30, 1931, and not since 








disposed of, the market values as at the 
said date; (b) acquired since June 30, 
1931, the book values as at Dec. 31, 
1931.” 


Charles A. Dennias Elected 
Head of Ontario Equitable 





WATERLOO, CAN., Feb. 4—At 
the annual meeting of the Ontario 
Equitable Life & Accident Charles A. 
Dunning was elected president in suc- 
cession to S. C. Tweed, who has re- 
signed because of ill-health. 

Mr. Tweed, who formerly was man- 
ager of the Canadian agency forces of 
the Equitable of New York, organized 
the Ontario Equitable Life & Accident 
in 1920, occupying the position of presi- 
dent and manager up to recent date, 
when M. J. Smith, who had also been 
with the company from its inception as 
secretary, was appointed manager. 

Mr. Dunning became a director and 
chairman of the investment committee 
recently. Originally coming from Eng- 
land to Saskatchewan, he took a promi- 
nent part in public affairs first in the 
west and later at Ottawa, and lately has 
been active in the financial world, one 
of his tasks being the financial reor- 
ganization of the Canada Power and 
Paper Corporation. 

It was announced that E. H. McKin- 
ney, who was with the company some 
years ago, but who has since been in 
other financial work, has rejoined it. 


Life Notes 


R. R. Lounsbury, president of the 
Bankers National Life, has sailed for 
Bermuda, accompanied by a party of the 
company’s agents. 

A. G. Tuthill, assistant manager of 
agencies of the Fidelity Mutual Life, is 
nt ged for an extended trip through the 
south. 





Reconstruction Finance 


Body Drafts Holmberg 























GEORGE C. HOLMBERG 


A temporary leave of absence has been 
granted George C. Holmberg, treasurer 
of the Northwestern National Life, in 
order that he may comply with the re- 
quest from Washington to serve on the 
two billion dollar Reconstruction Fi- 
nance Corporation. Inasmuch as the 
activities of the corporation will in many 
respects parallel those of the War Fi- 
nance Corporation, with which Mr. 
Holmberg was prominently identified 
from 1921 to 1925, his services will be 
especially valuable. Mr. Holmberg has 
been treasurer of the Northwestern Na- 
tion of the American Life Convention 
the War Finance Corporation in 1925. 
He was chairman of the financial sec- 
tion of the American Life Convention 
last year. 
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WELL BALLASTED 











STABILIT 


C 
~- in 1931 
N“NL FORGED AHEAD! 


Profits Paid Policyholders 
1’2 Million Dollars 
— enviable stability, as reflected by its Financial ay ee 
Statement, has been built into its structure by strict 3% Million Dollars 
Increase in Insurance in Force 


10 Million Dollars 


Income During Year 














adherence, in good years and lean years, to sound, con- 


servative business principles. 





. . “ . . . . . «he 1 * > 
Stability in a financial institution means the ability 12'2 Million Dollars 
to meet not only normal demands but the unusual de- a, oY : 4 = 
: FINANCIAL STATEMENT 
mands in stormy periods of business depression. December 31, 1931 
RESOURCES 
In 1931, the accumulation of NY NL’s current cash Bonds— 
: 5 U. S. Government (7.5%) $3,452,075.25 
income over and above the calls made upon it, enabled State, County, and Municipal (7.0%) 3,189,072.18 
Fae Canadian Governments (1.5%) 705,599.57 
the Company totake advantage of favorable opportunities Railroad Bonds (9.6%) 4,419,520.98 
c ee a ‘ Railroad Equipments (8.8%) 4,030,775.20 
to buy high grade securities, a substantial part of which Miscellaneous ... ... 7.4%) 3,413,203.37 
: Total Bonds $19,210,246.55 (41.8%) 
were U. S. Government Bonds. It closed the year with Mortgage Loans 
‘ 7 Farm Loans.......... ' (11.5%) 5,283,984.79 
43 per cent of its total assets in cash, U. S. Government City Loans (12.7%) 5,818,947.60 
P vig Policy Loans (21.7%) 9,972,055.80 
Bonds, and other readily marketable high grade securities. Real Estate (Incl. Home Office Bldg.) (4.8%) 1,982,487.12 
Premiums, Due and Deferred (4.4%) 2,020,635.00 
— . ene ° ° Cash on Hand (1.1%) 500,214.40 
wr % c > 
N*¥ NL’s impregnable stability is due to its careful, Interest Due and Accrued and Other 
‘ ; . — Assets. . 2.5% 131,756.39 
expert selection of investments in fundamental, basic in- _ pb 2.5 t )__1,151,756.39 
TOTAL (100%) $45,920,327.65 
dustries, wisely diversified over a broad field, and with LIABILITIES 
— — . Reserve on Policies . $36,793,899.00 
varied maturity dates assuring a constant, steady supply of Death Claims Due and Unpaid Sa 
° 7 P — > oe . > all . 
cash for reinvestment. N“NL’s investment portfolio is con- Claims Reported but Proofs of Loss not " 
Received aya ae 244,972.34 
. ” ° . Present Value of Death, Disability, and 
ceded by those best qualified to judge to beas clean and sound other Claims Payable in Instalments 1,565,973.98 
s » . s s ° s Premiums and Interest Paid in Advance 316,964.04 
as can be found in any American financial institution. Reserve for Taxes Payable in 1932 265 000.00 
Miscellaneous Liabilities . . 670,700.54 
Contingency Reserves 1,000,000.00 
Profits for Distribution to Policyholders 2,310,935.01 


Surplus to Policyholders (Including 


NORTHWESTERN NATIONAL |] “eiitrGo"_aanan 
LIFE INSURANCE COMPANY 


Minneapolis.Minn. . 
STRONG LIBERAL 





Board of Directors 
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Executive Com., First National Bank Northwestern National Bank “Soo” Railway Northwestern National Bank 
E. L. CARPENTER—President, A. F. PILLSBURY—Treasurer, T. F. WALLACE—President, FRANK T. HEFFELFINGER 
Shevlin, Carpenter & Clarke Company Pillsbury Flour Mills Company Farmers & Mechanics Savings Bank —President, F. H. Peavey & Company 
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|'A Complete Life 
nsurance Service 


| 
| for a Modern Age 


CRD 
We Offer 


—Policies all ages, 1 day to 70 years. 

—Both Participating and Non-Participating. 
—Non-Medical—Sub-standard. 

—Disability, Dismemberment and Surgical Benefits. 
—Special Monthly Premium Payment Plan. 
—Double Indemnity. 

—Children’s Policies with Beneficiary Insurance. 


—NEW FAMILY INCOME PROTECTION 
POLICY. 


—Sales Planning and Circularizing Department. 
—Producers’ Club. 


Available territory in seventeen 
~@ states West of the Mississippi Pe 
River and in Illinois and Florida. 


WRITE DIRECT TO HOME OFFICE 
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Central States Life 
Insurance Company 


James A. McVoy, President 
HOME OFFICE: SAINT LOUIS 
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Detroit Manager Wins 
Great West Life Honor 














T. 8S. COLEMAN 


T. S. Coleman, branch manager for 
the Great West Life of Winnipeg at 
Detroit, was joint winner of the com- 
pany’s sales contest, thereby winning 
the distinction of representing the en- 
tire sales force at the annual meeting 
which was held in Winnipeg. The 
other winner was Paul Girard, manager 
of the Montreal country branch. 

President G. W. Allan entertained the 
visitors at a dinner at the Manitoba club. 








Annual Statements Bring 


Out Results of Operations 
(CONTINUED FROM PAGE 7) 


$309,386 has been added to the reserve 
fund for investment fluctuation, the total 
of this fund now being $1,500,000. It 
paid last year to beneficiaries $21,000,000 
and of this amount $11,090,224 went to 
living policyholders. Its dividends to 
policyholders last year was $4,664,873, 
bringing the total for the last 19 years 
to $35,216,120. Its total receipts last 
year were $42,653,689. New business was 
$92,421,036 and insurance in force $913,- 
145,620. 
Phoenix Mutual Exhibit 


The Phoenix Mutual Life reports as- 
sets of $160,163,615 at the end of the 
year; $3,813,900 reserve for dividends in 
1932; securities adjustment reserve $1,- 
091,785; surplus $6,561,556. 

New life insurance paid for in 1931 
amounted to $63,381,585; insurance in 
force $636,865,917, increase $13,298,581. 

President A. A. Welch states that al- 
though the mortality rate was higher 
than in 1930, it is but slightly higher 
than the average rate of 1928, 1929 and 
1930. The report said the Phoenix Mu- 
tual received nearly $3,000,000 in new 
premiums for annuity contracts, show- 
ing “significantly the high esteem in 
which life insurance companies are held 
and the ,confidence reposed in your 
company. 

Policy Loans Reported 





Policy loans amounted to $27,593,962. 
Rail bonds consist mostly of underlying 
liens on main routes that could suffer 
little if any should reorganization be 
found necessary. Utility bonds are 
mostly first liens on power plants and 
transmission lines of operating com- 
panies. Guaranteed and preferred stocks 
constitute more than half of the com- 
bined railroad and public utility stocks 
owned by the companies. Common 
stocks of railroads and utilities comprise 
only 1% percent of the total assets. 

Farm mortgages represent 19.85 per- 
cent and city mortgages 19.23 percent, 














a total of 39.08 percent of ledger assets 





as compared with 54 percent 10 years 
ago. 

Real estate acquired by mortgage fore- 
closure amounted to $6,320,829 of farm 
property and $913,172 on city property. 
The real estate, which the Phoenix Mu- 
tual holds, according to Mr. Welch, 
had in normal times a value of more 
than double the amount at which it was 
carried in assets. The book value of 
the company’s total real estate holdings 
of farm properties average only $16.27 
per acre. 

The Phoenix Mutual, he said, has 
built up an effective organization in the 
mortgage loan areas to manage proper- 
ties, secure leases and sales, and to keep 
in close touch with the contract pur- 
chasers, tenants and farm loan _ bor- 
rowers who have successfully weathered 
the storm. About three-quarters of the 
Phoenix Mutual present farm loans have 
no delinquent interest. 

New England Mutual Life 


There are some interesting points of 
interest in the report of the New Eng- 
land Mutual Life. The average amount 
of all policies is $4,077 as compared with 
$4,022 the year previous. The average 
new policy last year was for $5,719. The 
average on the ordinary life was $5,624. 
There were 347 family income policies 
sold for $2,372,140. Single premium 
policies increased more than three times 
in number and twice in amount as com- 
pared with 1930. The terminations and 
maturities amounted to $95,464,799. The 
average premium was $32.44. The aver- 
age rate of interest on the year’s in- 
vestments in mortgage loans was 5.43 
percent. The average yield on all mort- 
gage loans was 5.55 percent. The aver- 
age yield on bonds purchased during the 
vear was 4.36 and the average rate ot 
interest on total invested assets was 5.4. 
The death claims were $11,769,948, in- 
crease $2,018,476. The savings in mor- 
tality were $5,288,582. Increase in deaths 
from cancer, suicide and accidents is 
entirely responsible for the low mor- 
tality savings. Out of every dollar re- 
ceived last year 61 cents was paid to 
policyholders, 2.5 cents added to re- 
serves, 12 cents absorbed in expenses 
and 2 cents paid in taxes. 

Penn Mutual Analysis 


Total assets of the Penn Mutual Life 
at the end of 1931 amounted to $496,603,- 
266; surplus for mortality fluctuation 
amounted to $9,030,762 and surplus for 
assets fluctuation and other contingen- 
cies amounted to $17,699,528. Dividends 
amounting to $16,350,000 have been set 
aside for 1932. Total receipts were 
$119,902,610. Total of $63,816,644 was 
paid to policyholders and beneficiaries. 
A total of $36,210,971 was added to re- 
serves. 

New business paid for in 1931 
amounted to $207,725,939 and insurance 
in force amounted to $2,102,602,371. 

Midland Mutual Life 


The Midland Mutual Life of Colum- 
bus, Ohio, pulled through the year in 
splendid shape. Its insurance in force is 
$111,887,543, there being a gain of about 
$250,000. The assets are $21,362,075, 
premium income $3,917,388, total in- 
come $5,528,774. It paid policyholders 
last year $2,702,900. Its special con- 
tingency surplus is $431,685, capital 
$300,000, unassigned funds $886,299, 
making total surplus $1,617,984. Its 
mortality ratio last year was 44.3 per- 
cent and its net interest earned 5.4 per- 
cent. It has made no reduction in its 
policyholders’ dividend formula or inter- 
est rate. An interesting feature of the 
Midland Mutual Life is that its dividends 
paid policyholders since it was organ- 
ized exceed the death losses paid. 


Acacia Mutual Progress 


The Acacia Mutual Life reports total 
assets $44,672,973, an increase of $5,443,- 
550 over Dec. 31, 1930. First mortgage 
loans on improved real estate constitute 
$22,811,045 of assets; real estate, $2,635,- 
857; bonds, $2,733,670; stock, $174,443. 
Policy loans amount to $11,807,484. 

Surplus is $1,688,830 as compared 
with $1,186,582. New insurance paid for 
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amounted to $37,712,418. Insurance in 
force is $364,519,590, increase $5,322,331. 

The Acacia has made impressive prog- 
ress in the last 25 years. In 1906 its 
assets were $110,534; surplus, $26,996, 
and insurance in force, $1,935,000. 

The Pacific Mutual Life wrote $67,- 
710,988 of new business in 1931, making 
its life insurance in force $753,963,983, a 
decrease of $12,923,367, a little less than 
2 percent. 

The Reserve Loan Life assets are 
$12,065,917 and it wrote $13,359,311 new 
business in 1931, making its total in 
force, $75,911,000. 

The Connecticut Mutual Life wrote 
$106,212,009 of new business in 1931, 
making its insurance in force $967,236,- 
495, an increase of $17,862,505. It has 
$210,124,399 assets. 

The Mutual Benefit Life annual state- 
ment shows premiums $78,050,876, total 
income $105,420,977, death claims $27,- 
545,175, surrenders $26,454,316, dividends 
$23637,227, paid policyholders $80,885,- 
055, total expenses $95,098,538, assets 
$588,171,351, suspended mortality fund 
$8,453,422, security fluctuation and real 
estate depreciation fund $13,088,952, in- 
surance in force $170,362,884, insurance 
terminated $196,037,843, insurance de- 
creased $25,674,959, insurance in force 
$2,465,136,803. 

The American National of Texas 
wrote $178,127,554 in new business in 
1931 compared to $213,769,266 in 1930 
for a decrease of $30,914,290 in insurance 
in force. 





Small Town Man 
Shows 900 Weeks 
of Steady Results 





More than 17 years ago, O. F. Gilliom 
first began writing an “app” a week for 
the Lincoln National Life and he is still 
at it. He has just recently passed the 
mark of 900 weeks of steady production, 
week after week, a record that is more 
than three years ahead of his nearest 
competitor in his company. 

Mr. Gilliom’s life insurance connection 
has always been with the Lincoln Na- 
tional, and, in the same manner, his sales 
territory has always been in the com- 
munity of Berne, Ind., a town of ap- 
proximately 1,500 population. Although 
successfully occupying a general agent's 
post for many years, Mr. Gilliom has 
made his name and his company so well 
known that he has always had one or 
more personal prospects ready for clos- 
ing each week. These weekly efforts 
have brought this consistent writer many 
things in addition to his commissions 
and a hard-to-beat record of consecutive 
production, They have aided him in se- 
curing a host of friends among the peo- 
ple in his territory and elsewhere; they 
have acted as stepping stones to the 
highest honor that can be won by a Lin- 
coln National field man—that of having 
his name carved in stone on the com- 
pany’s permanent honor tablet for large 
producers—an honor that has come to 
him six times. 

Through all the years necessary to 
make this enviable record, Mr. Gilliom 
has maintained an excellent record of 
quality business. If the slogan “The 
way the business renews tells how it was 
written” is a true indicator, then O. F. 
Gilliom’s rating as a writer of quality 
business is A-Excellent. His greatest 
single plan for writing business is the 
endless-chain method, coupled with 
friendship and confidence. 








Talbot Again Honored 


Waltr LeMar Talbot, president Fi- 
delity. Mutual Life, was reelected vice- 
president of the Philadelphia chamber 
of commerce, a position which he has 
filled since 1927. He has been a direc- 
tor of the chamber since 1924. Mr. 
Talbot has been chairman of several im- 
portant committees and also has served 
im recent years on the executive commit- 
tee and others. 








J OHN Hancock Retirement Fund Policy 


Two important Life Insurance features 
combined in a Single Contract 


THE life underwriter knows 
that the average man who buys life insurance needs 
two things in return for his premium payments, — 
protection for his family in case of his death: sufficient 
income to make his life comfortable in his old age. 


The JOHN HANCOCK has combined these two 
features in a single contract, known as the 


AGE 65 RETIREMENT FUND POLICY 


This contract contains all the benefits of the separ- 
ate policies. The new arrangement makes for 
simplicity and gives protection to the family during 
dependency and income to the insured at retirement. 


Life underwriters interested in further information 
about this new Policy can obtain it from any agency 
of the Company or by addressing 


John Hancock Inquiry Bureau, 
197 Clarendon Street, Boston, Massachusetts 









tht 
LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 























16 


THE NATIONAL UNDERWRITER 


February 5, 1932 











THE NATIONAL UNDERWRITER 


LIFE INSURANCE EDITION 








PERSONAL SIDE OF BUSINESS 











Published every Frida 


Cincinnati and New Yor 
GEMUT 


LEVERING CARTWRI 


by THE NATIONAL UNDERWRITER COMPANY. Chicago, 
EDWARD J. WOHLGEMUTH, President: WOHL: 
H, Secretary; HOWARD J.B JRRIDGE, Vice-President and 


NORA VINCENT PAUL, Vice-President; WILLIAM A. SCANLON, 
GEORGE C. ROEDING and O. E. SCHWARTZ, Associate Managers 


Cc. M. CARTWRIGHT, Managing Editor 
FRANK A. POST, Associate Editor 
CHARLES D. SPENCER, Associa te Editor 
DALE R. SCHILLING, Associate Editor 


PUBLICATION OFFICE, A1946 Insurance Exchange, CHICAGO. Telephone Wabash 2704 
CINCINNATI ore 420 E. Fourth St., me, Foe oe. ° RALPH E. RIC. 


~wea! Fane nager; 


, Ass't Managing Editor 


HMAN, Manager 


rvice Dept. 





NER THORP, JR., 


wm. a OFFICE 
803-123 Witton St., Tel. Beekman 3-3958 
GEORGE A. WATSON iate Editor 


DETROIT OFFICE 
1015 Transportation BI 
A. J. WARDS, Resident Manager 


204 Atlanta Nationa! Bank Building 
W. J. BATH, Resident Manager 


NEW ENGLAND OFFICE 





J. M. DEMPSEY: Resident Manager 


-» Tel. Randolph 3994 


SOUTHEASTERN OFFICE—ATLANTA, GA. 


139S St., We Mass., Tel. Wey. 2158-R, 
Entered as Second-class Matter June 9, 1900, at Post Office at Chicago, Hl, Under Act, March 3, 1879 


SAN FRANCISCO OFFICE 
105 Mont ao: Street, Tel. Kearny 3054 
FRANK W. BLAND, Resident Manager 
CYRUS K. DREW, Pacific Coast Editor 
DES MOINES OFFICE 
716 Fleming Bidg., Tel. 4-8712 
R. E. HEATH, Resident Manager 
PHILADELPHIA OFFICE 
412 Land Title Bids. Tel. Rittenhouse 3654 
W. J. SMYTH, Resident Manager 
DALLAS OFFICE 
905 Southwestern Life Bldg. Tel. 2-6065 
R. J. McGEHEAN, Resident Manager 








iption Price $3.00 a year 











Subseri ; in Canada, $5.50 a Single 
In Combination with The National Un Underwriter Fire ead Chenin $5. 


15 cents. 


a year; Canada $10.50 














} Member Audit Bureau of Circulations 














Can Insurance Solve the Problem? 


THERE was much interest in the talk 
that Actuary J. D. Craic of the Metro- 
POLITAN Lire gave before the eastern re- 
gional savings conference under the aus- 
pices of the savings division of the 
AMERICAN BANKERS ASSOCIATION on un- 
employment insurance. Perhaps the MEt- 
ROPOLITAN Lire has gone into this subject 
as deeply as any other life company. It 
certainly has given it much attention 
and has trained the minds of a number 
of its officers on it. 

Unemployment insurance looms up as 
one of the vital questions of the day 
especially in this time of economic de- 
pression. Mr. Craic after a careful study 
does not hesitate to say that while there 
are certain types of unemployment to 
which insurance may profitably be 
adapted it would be impractical to cope 
with any situation of the magnitude of 
that confronting us today with its 
universality and severity. That, he says, 
requires stronger measures than insur- 
ance. It creates a condition which re- 
quires the active, enthusiastic coopera- 
tion of the entire nation. 

We agree with Mr. Craic that unem- 
ployment insurance carried on by pri- 
vate corporations might be found prac- 
tical when brief periods are involved or 
when some particular industry is af- 
fected. Unfortunately when this subject 
comes up and legislators begin to think 
about it, the political factor becomes 
dominant. As Mr. Craic pointed out, 
there is no magic formula that will bring 
forth a program that can be made to 
function in a fortnight. Just what those 
advocating compulsory unemployment 
insurance have in mind to deal with the 
present situation is difficult to see. Ma- 
chinery competent to produce results 
for 6,000,000 unemployed would certainly 
have to be endurable and smoothly 
working. In treating the subject insur- 


ance might contribute the results of ac- 
tuarial science and a wide experience 
built on averages. 

Mr. Craic calls attention to the need 





of sufficient capital and accumulated re- 
serves to meet obligations of so vast a 
nature. In a circumscribed field he be- 
lieves that unemployment benefits might 
be kept on a sound basis. Mr. Craic 
said: 

“Whether they could be maintained 
on that basis against political pressure 
is a question. Whether such reserve 
plans as the employers favor could be set 
up, administered and kept solvent under 
governmental supervision in 48 states is 
very much in doubt. Under an arbi- 
trary form of government it might be 
done, but countries with a democratic 
form of government have found it very 
difficult to resist the pressure for in- 
creasing benefits under their various 
plans, Experience abroad has been lim- 
ited. The larger countries with the 
more extended experience have been 
unable to keep the issue out of politics, 
or to prevent the government from be- 
coming very deeply involved.” 

Mr. Craic indicated the sound actu- 
arial fundamentals of insurance, which 
he declared cannot be applied to the 
larger aspect of general unemployment, 
in the following questions: 

“Does am insurable interest exist? To 
what extent are the characteristics of 
human nature involved? What is the 
relation between income and benefit? 
What action is to be taken after the 
period of benefit has expired? What is 
the nature of administration? What 
will the cost be and who will pay it? 
Insurance is a science subject to certain 
fundamental principles and as yet no one 
has found a method of preventing the 
operation of these principles, no matter 
how desirable the purpose of the insur- 
ance may be. Experience has repeatedly 
shown that the technical questions 
stated above cannot be_ successfully 
waived aside.” 


THERE are so many who avoid a great 
deal of actual work by thinking they are 
busy. 





Derwood Vernon, son of W. L. Ver- 
non, president of the Pacific States Life 
at Hollywood, is now editor of its 
agency publication. The late J. M. 
“Jimmy” Miller, agency secretary of the 
organization, was formerly the editor. 


C. H. Wight, for 30 years general 
agent of the Equitable Life of New 
York, died at his home in Glen Ridge, 
N. J. a suburb of New York, at the 
age of 86. He was a graduate ‘of Har- 
vard. 


A. L. Noe, president of the Income 
Life of Louisville, was called to Hop- 
kinsville, Ky., by the death there of his 
father, A. D. Noe, pioneer hotel opera- 
tor. 

John K. Gore, vice-president and ac- 
tuary of the Prudential, celebrated his 
68th birthday Feb. 3. He has been with 
the company since 1891. 


A. E. N. Gray, assistant secretary in 
charge of the educational work of or- 
dinary agencies of the Prudential, was 
the chief speaker before the Indianapolis 
Association of Life Underwriters this 
week, He has been in Indianapolis con- 
ducting an agency meeting at the office 
of Manager C. F. Maetschke of the Pru- 
dential. Mr. Gray is doing splendid 
work and is in demand as a speaker. 


Meyer Harrison of Denver, who has 
completed 50 years service as an agent 
for the Penn Mutual, was honored by 
the presentation of a silver loving cup 
from his company. Mr. Harrison was 
the biggest producer in the Denver 
agency for 1931. The cup was presented 
by J. H. Jefferies, Philadelphia, agency 
secretary of the Penn Mutual. 

John G. Frazer, a member of the 
Pittsburgh law firm of Reed, Smith, 
Shaw & McClay, has been elected a di- 
rector of the Reliance Life. He is a 
son of Chief Justice R. S. Frazer of the 
supreme court of Pennsylvania. He 
graduated from Princeton in 1901 and 
after legal education in the University 
of Pittsburgh was admitted to the bar 
in 1904, 

W. T. Nash, well known in life in- 
surance circles, recently underwent am- 
putation of his right leg above the knee. 
For some years he has been in retire- 
ment at Franklin, Ind., writing princi- 
pally on life insurance topics. He is 
known as the father of the monthly in- 
come policy which he designed and 
which was adopted by the Prudential 
when Nash was connected with that 
company. He is also designer of the 
“Nash Register” which is used by many 
life underwriters for keeping a record 
of their business. 

The death at St. Petersburg, Fla., of 
W. E. Bonfeay, 93 years old, Civil War 
veteran, removes one of the historic fig- 
ures from the life insurance field in Cin- 
cinnati. Mr. Bonfeay 65 years ago es- 
tablished the first general agency of the 
Connecticut Mutual in Cincinnati. For 
many years, following him C. E. Logan 
acted as general agent. Another Con- 
necticut Mutual veteran in Cincinnati is 
Robert H. Kellogg, superintendent of 
— agents, now living at Delaware, 

io. 


C. C. Clabaugh of Baltimore, superin- 
tendent of agents of the Maryland Life, 
has been elected president of the City 
College Alumni Association of Balti- 
more, This is one of the famous schools 
of Maryland. 


L. C. Lewis, for two years instructor 
in salesmanship at the Oregon Insti- 
tute of Technology, was the Oregon Mu- 
tual Life’s leading producer for 1931. 
He is a member of the W. J. Sheehy 


home office general agency, which led 
all the company’s agencies by producing 
last year 24 percent more new business 
than in 1930, 


A. M. Goldstandt, Oklahoma City pio- 
neer, died suddenly at the age of 65. 
He entered life insurance after many 
years in the clothing business and for 
the past 14 years has been special agent 
for the Equitable Life of New York. 
His two sons, Guy L. Goldstandt of 
Oklahoma City and Fred S. Goldstandt, 
general agent in New York City, are big 
producers for that company. 


Thomas A. Johnson, 65, Buffalo man- 
ager for the United States Life, died at 
his home in Snyder, a suburb of that 
city. Burial was at Salem, Va., his 
former home. 


Agents of the Atlantic Life made a 
special drive for business this week in 
honor of the birthday of President A. O. 
Swink, Feb. 6. 


Ernest B. Houghton, general agent 
for the Guardian Life, has been elected 
president of the Rochester, N. Y., Coun- 
cil of Civic Clubs. 


Anthony Finberg, St. Paul, Minn., 
district manager of the Great West Life, 
led all producers of his company in 
business written in 1931 with over a 
$1,000,000 total. 


H. A. Behrens, president Continental 
Assurance and Continental Casualty of 
Chicago, and G. F. Claypool, executive 
vice-president, Thursday started on a 
trip to Delavan Lake, Wis., for a few 
days of winter sports. Mr. Claypool 
plans to stay there several weeks, but 
Mr. Behrens will proceed to make con- 
nections for an extended boat trip in 
southern waters in company with Presi- 
on W. G. Curtis of the National Cas- 
ualty. 


D. R. McLennan of Marsh & Mc- 
Lennan, Chicago, has been appointed on 
the board of the Pennsylvania railroad. 
In addition to his insurance activities 
including Marsh & McLennan and the 
Manley-McLennan Agency of Duluth, 
he is president of the Minnesota Sin- 
tering Company, North Range Iron 
Company, Evergreen Mining Company 
and the Empire Securities Company. 
He is a director of Montgomery Ward 
& Co., Commonwealth Edison, Great 
Lakes Power, International Transit, 
Pullman, Chicago Corporation, Conti- 
nental-Illinois Bank & Trust Co., Con- 
tinental Illinois Company, Continental 
Chicago Corporation and the First Na- 
tional Bank of Lake Forest, IIl. 


Arthur Watt, whe had been actuary 
of the Pilot Life of Greensboro, N. C., 
is now installed as mathematician at the 
head office of the National Life of Ver- 
mont. 

E. D. Nims of St. Louis, chairman of 
the executive committee and former 
chairman of the board of the Missouri 
State Life, is retiring as chairman of the 
board of the Southwestern Bell Tele- 
phone Company. 


Victor F. Pettric, Milwaukee general 
agent for the Mutual Trust Life, again 
led his company in personal production 
for 1931. He established a record of 
227 lives insured for more than $1,000,- 
000 in 1930, and repeated wth another 
$1,000,000 of personal production in 1931 
on 200 lives. 


The engagement of Miss Shirley C. 
Myrick to W. H. Clyde, great-grandson 
of Thomas Clyde, founder of the Clyde 
steamship line, has been announced by 
her parents, Mr. and Mrs. J. S. Myrick. 





Mr. Myrick is New York hs manager 
of the Mutual Life of New York 
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COMPARATIVE RESULTS 


1930 1931 
Premiums on New Insurance... $ 4,300,584 $ 5,026,167 
Total Premium Income...... .$ 30,490,586 $ 33,526,075 
Total Income ........ ....$ 41,454,292 $ 44,960,484 
Admitted Assets .... . _....$196,176,022 $210,124,399 
Unassigned Funds ...... ..$ 9,214,134 $ 9,033,348 
New Insurance Paid For..... . $123,952,265 $106,212,009 
Insurance in Force........... $949, 373,992 $967 ,236,495 
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Financial Condition as of December 31, 1931 
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Y bh 
| ne enti ASSETS —~ on LIABILITIES — l 7 
Cash in Banks on Interest................ ...$ 1,553,367.96 i . ..$168,678,459.00 i 
United — Cormnmnent Bonds. . ae 5,396,139.00 Dividends on Deposit with Interest 8.537,638.85 : 
Other Bonds * (Book Value).............05. 74,111,748.00 Other Liabilities ........ “e ; 13,919,297.23 = 
Stoc a 
 actteeteenencmenpeenempelle srs Reserve for 1932 Dividends sss 6,700,000.00 : 
Policy Loans and Premium Notes........ 38.582, 862.9% Market Fluctuation and Inves tment Contingency - 
Home Office Property .........sseeeess ° 2 000,000.00 Reserve 7 ouee on 1,234,760.61 4 
Other Real Estate Owned by Company....... 3,378,278.54 tate > 920,895.00 a 
Real Estate sold under Land Contract.... 256,661.56 Security Depreciation Reserve... eerie ie: 4 
(Balance Purchase Price) Unassigned Funds .......+«++++ ~-eee 9,035,348.74 
Agents’ Balances and Bills Receivable......... 19,994.00 « 
Total Ledger Assets................0+0. $197,218,889,11 3 
Interest and Rents Due and Accrued........... 4,124.981.18 4 
Market Value (Convention Basis of Valuation) = 
over Book Value of Stocks...........s.s+0+- 3,777,024.45 a 
Net Uncollected and Deferred Premiums....... 5,044,571.50 “ 
Other Non-Ledger Assets............0sesee0e 28,693.35 
we essenctnand ‘ 
$210,193,959.59 . 
Deduct Assets not Admitted .............s005. 69,560.16 » r 
Total Admitted Assets..................05 $210,124,399.43 $210,124,399.43 F 
SS 
SS 
Th ~ em | 
<*> ———— 
— 
4 
* The Annual Meeting of the members A more detailed copy of this report 
of the Company will be held at_the carrying list of investments will be sent 
de Home Office, 140 Garden Street, Feb- ies tenn? aiiieead- alk aiedaaiad Pos 
' ruary 24, at 10 A. M. y q ? . 
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TOP-NOTCHERS 


Bankers Life Salesmen Who Have Achieved Success 
Through’ Consecutive Qualification in Our 
Highest Honor Organization 





C. M. HODNEY 
MORRIS, ILLINOIS 


PRESIDENT'S PREMIER CLUB 
1927 - 1928 - 1929 - 1930 - 1931 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Established 1879 


Des Moines, lowa 
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Wisdom Gleaned from the A ges 


Back in 76 A. D. Plutarch said: “I do not 
think that shoemaker a good workman 
that makes a great shoe for a little foot.” 


Today, Southland Life Says: ‘We do not think 


great policy for a little man.”’ 


If you are interested in an agency contract with 
a company adhering to this principle, write 
Clarence E. Linz, First Vice President 


Southland Life Insurance Company 


Harry L. Seay, Pres. Dallas, Texas 
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| NEWS OF THE COMPANIES 

















Change of Name Approved 





Stockholders Ratify Title “Union Na- 
tional” for Gem City—Move 
to Charleston Soon 





Unanimous approval was given by 
stockholders of the Gem City Life of 
Dayton, O., to the action of directors 
in changing the name to Union Na- 
tional Life The following new directors 


were elected: From Charleston—John 
Laing, coal operator and president 
Capital City Bank; Leroy Allebach, 


counsel New York Central railroad and 
director Security Bank & Trust Co.; R 
P. DeVan, mayor, and former president 
National Association of Insurance 
Agents; J. E. Robins, vice-president 
Charleston National Bank; W. S. Hall- 
anan, president Plymouth Oil Com- 
pany; H. H. Smallridge, president Vir- 
ginian Joint Stock Land Bank; from 
Ohio—Judge C. S. Younger, former 
Ohio insurance commissioner, now presi- 
dent American’ Insurance Union, Inc.; 
Capt. R. W. Price, insurance counsellor 
and former supervisor and assistant sec- 
retary Cleveland Life, and Dr. G. P. 
Brown, medical director of the com- 
pany, Dayton. 

This Year 


Move Some Time 


R. S. Richardson of Charleston was 
made secretary. He has not been in 
insurance before. Some time early this 
vear executive headquarters will be 
moved to Charleston, though the com- 
pany will remain an Ohio corporation 
and will maintain offices in Dayton. 
Charleston interests are enthusiastic 
about prospects for the company in 
West Virginia, Charleston having bank- 
ing resources of $45,000,000, several mil- 
lion dollars more than available in Day- 
ton, although Charleston is a much 
smaller city. The directors also believe 
there is an excellent field for a life 
company in West Virginia and are con- 
fident the Union National is to have 
a successful career. 

The Union National closed 1931 with 
$31,295,545 in force, an increase of $87,- 
000, capital and surplus $274,853. 





New Figures of Aetna Life 





Some of the High Lights from the 
Annual Statement Are 
Presented 





The Aetna Life’s life department pre- 
miums last year were $80,243,646. In 
the accident and liability department the 
premiums were $26,342,386 which is 
$940,638 less than a year ago. The un- 
derwriting loss in that department was 
$379,741. In the life department there is 
shown new business $723,403,205 with 
life insurance in force $3,780,832,821. 
There was paid to policyholders in the 
life department last year $62,964,597 and 
in the accident and liability $14,444,263. 
The Aetna Life assets are $437,949,074, 
increase $13,172,898. To adjust security 
holdings to December values deduction 
from surplus in form of security reserve 
amounting to $2,732,046 has been made. 
In addition there is a depreciation re- 
serve of $6,000,000. The net surplus, in 
addition to paid up capital of $15,000,000 
and special reserves amounts to $14,075,- 
381, which is less by. $9,892,072 than in 
1930. 

New ordinary insurance was $303,725,- 
128, group $180,862,905, new insurance 
on old groups $338,620,734, 





Cornbelt’s First Year 


The first year’s business of the Corn- 
belt Life of Nebraska totaled $1,600,000, 
President Carl E. Sanden reported to 
stockholders, with an agency force built 
up that promises larger results for 1932. 








Elect Tuchbreiter Director 
Vice-president Continental Casualty Be- 
comes More Intimately Associated 
With Continental Assurance 








Roy Tuchbreiter, vice-president and 
head of the agency department of the 
Continental Casualty, was elected a di- 
rector of the Continental Assurance of 
Chicago, its running mate. T. A. Fitz- 
simmons, president Metropolitan In- 
vestment Company of Chicago, was also 
elected a director. The company shows 
assets $16,859,459, capital and surplus 
$3,279,658, increase $44,499, contingent 
reserve $230,000. New paid for busi- 
ness last year increased $6,044,571, mak- 
ing total in force $151,929,732. It paid 
$250,000 to stockholders and increased 
its contingent reserve; with all this its 
surplus increased. The company is a 
very progressive institution, ably ad- 
ministered. 

The new investments of the Conti- 
nental Assurance during the last two 
years have been very liquid. Consider- 
able amounts of United States and other 
government obligations were purchased. 
It is carrying a much larger cash bal- 
ance in view of the times. The man- 
agement feels that in days like the 
present it is highly desirable for its as- 
sets to be more than usually liquid. 





Lincoln-Income Life Plans 
for Merger Given Approval 


LOUISVILLE, Feb. 3.— Stockhold- 
ers of the Income Life at a meeting 
here voted in favor of the merger of the 
Lincoln Life & Accident of Oklahoma 
City with the Income Life under the 
name Lincoln-Income Life, with head- 
quarters in Louisville. P. K. Smith of 
Oklahoma City, president of the Lincoln, 
would become chairman of the board; 
A. L. Noe, Louisville, continuing as 
president; John T. Acree, Oklahoma 
City, vice-president; L. F. Carson and 
A. A. Fischer, Louisville, vice-president; 
F. W. Hardwick, Louisville, treasurer; 
N. Gray Rochester, Louisville, secretary. 

The Income Life now operates in 
Kentucky and Ohio, and on completion 
of the deal will also operate in Okla- 
Toma, where the Lincoln’s business is 
located, maintaining a branch office in 
that state. The Lincoln’s stockholders 
will meet shortly to vote on the merger. 
However, its stock is closely held, virtu- 
ally all of it being in the hands of 
Messrs. Acree and Smith. 





Pennicke in New Field 


H. C. Pennicke has resigned as man- 
ager of personnel and planning for the 
American Central Life to become asso- 
ciated with W. H. Leffingwell, Inc., 
management specialists of New York 
City. Mr. Pennicke has been connected 
with the American Central for 18 years. 
He has had charge of designing and 
construction of the company’s new home 
office building. He has been active in 
office management affairs and assisted in 
the organization of the Life Office Man- 
agement Association eight years ago. 
For three years he has been secretary of 
the National Office Management Asso- 
ciation. He is a member of the Institute 
of Management and the American Man- 
agement Association. 


Plan Aggressive Year 


SAN ANTONIO, Feb. 4—More than 
30 directors and executives of the Great 
American Life of San Antonio and ‘the 
Continental National of Denver gath- 
ered here last week for their annual 
meeting. Charles E. Becker, who is 
president of both companies, presided. 


Reports for the past year, which were: 
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exceedingly good, were heard and ex- 
tensive plans were made for 1932. 

The removal of the Continental Na- 
tional offices from Denver to San An- 
tonio was explained by Mr. Becker as 
a tremendous saving in overhead. The 
two companies now have their head- 
quarters in the Milam building in San 
Antonio, Intensive agency building 
plans were outlined for 1932 and the 
combined companies are planning to pro- 
duce a million and a half in paid for 
business per month. Mr. Becker pointed 
out that the companies are now the 
only life carriers domiciled in San An- 
tonio. 


Carnahan Heads Webster Life 


T. D. Carnahan has been elected 
president of the Webster Life. He was 
formerly general agent for the Minne- 
sota Mutual Life and succeeds Thomas 
Sharpnack, resigned. Other officers are 
M. M. Carnahan, secretary-treasurer, 
and Dr. W. B. Chase, vice-president and 
medical director. 


Provident Life & Accident 


At the annual meeting of the Provi- 
dent Life & Accident, President R. J. 
Maclellan cited the annual statement 
figures, showing that for every $1 of 
liability the company has $1.34 of assets. 
Life insurance in force was reported as 
$58,627,429. In 1931 the Provident paid 
to policyholders and beneficiaries $3,- 
199,319. All officers and directors were 
reelected. 


The California-Western States Life is 
being examined by the California, Ore- 
gon, Oklahoma, Washington, Utah and 
Wyoming departments. 
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Lackey Agents Hold Meeting 


Behan, Benton and Blake from Home 
Office Attend Massachusetts Mutual 
Oklahoma Gathering 





OKLAHOMA CITY, Feb. 4.—The 
George E. Lackey Oklahoma agency otf 
the Massachusetts Mutual Life held its 
annual meeting here last week. J. C. 
Behan, vice-president, Wrayburn M. 
Benton, superintendent of agencies and 
James M. Blake, field service depart- 
ment manager, were present from the 
home office. 

Mr. Behan explained the dividend re- 
duction and explained the security this 
temporary decrease would bring to pol- 
icyholders. 

Mr. Benton in an inspirational talk 
stressed the necessity for an agent to 
plan his work. He advocated the use of 
individual yearly, weekly and monthly 
quotas. 

The meeting was in charge of Thomas 
M. Green, president of the Massachu- 
setts Mutual Oklahoma Agents Associ- 
ation, the office going to the leading 
producer. Those next in order in the 
club for 1932 are R. W. Dozier and H. 
E. Combs. 

The C. L. U. class which is conducted 
by the Lackey agency twice a week, 
was explained by its three directors, J. 
L. Sharp, F. C. Love and H. Dorsey 
Douglas, Jr. 

Paul E. Clark, who has charge of the 
department on audits, reported that last 
year 177 audits were made and about 
$900,000 in business was realized directly 
from them. There of course is other 
business which has not yet been closed 
and the department no doubt will make 
a much larger showing in 1932 due to 
the momentum which has been gained. 
Mr. Lackey summarized the past year 
and outlined plans for 1932. 


Sales School at Indianapolis 


An all-day sales school was conducted 
by the Business Men’s Assurance at In- 
dianapolis last week. President W. T. 
Grant was present from the home office 
at Kansas City and he and F. W. Mol- 














A RECORD OF GROWTH IN 1931 














Assets increased during 1931 from $245,650,000 to $256,408,000—a gain of $10,800,000. 
Premiums and INTEREST received increased to $47,200,000—an increase of two million over the 1930 


figures. 


New Insurance Pap For amounted to $109,500,000, only 10% below the total for 1930, which was 
a good year for the Company. It is interesting that the new business for the last five months of 1931 


exceeded by three million dollars the corresponding figures for 1930. 


PAYMENTS TO PoLicyHOLpERs totaled $30,800,000, as compared with $27,800,000 in 1930. 


INSURANCE IN Force increased from $1,015,600,000 to $1,029,800,000. 


" , a -ar our > > roe ° 4 2 >.2 4 - 
CoNTINGENCY Reserves, despite unfavorable economic conditions, increased from $18,351,000 to 
$18,709,000 after setting aside estimated dividends to policyholders for the entire year 1932. 


M. ALBERT LINTON, President 





ASSETS 


LIABILITIES 





CasH 
U. S. GoveRNMENT SECURITIES 


Values on amortized basis according to - 


state laws. 


Bonps 

Made up of $16,838,000 of public utilities; 
$33,421,000 of equipment trusts; $3,423,000 
of State, County, and Municipals, all in 
U. S.; and $32,350,000 of railroad and mis- 
cellaneous bonds. Values on amortized 
basis according to state laws or on basis 


$2,750,913.35 
497,977.27 


furnished by National Convention of Insur- 86 032.135 45 
ance Commissioners. ’ F dies 
Mortcaces ON REAL Estate 

Made up of $7,929,000 on farms and 9477] 2 ) 
$86,842,000 on other real estate. _ 4,771,234.0 
Stocks 

Made up of $1,251,000 of preferred and 

guaranteed stocks and $164,000 of trust 

comonme stock. Values furnished by Na- 

tional Convention of Insurance Cx - c 

— urance »mmis ] 41 5,530.00 
LoANs ON PoLicies OF THE COMPANY 

Fully secured by policy reserves. 49, 321,792.37 
REAL Estate ts 

Includes $3,600,000 for Home Office plant. 7,393,611.10 


AccrUED INTEREST 

Includes $705,000 on securities; $1,315,000 
on mortgages; and $1,338,000 on policy 
loans, fully covered by reserves. 
OveERDUE INTEREST 


Includes $198,000 on mortgages; and $529,- 
000 on policy loans, fully covered by re- 
serves. 


DEFERRED AND UNCOLLECTED 
Net Premiums, Etc. 


Including installments to complete contract 
year, fu'ly covered by reserves. 


3,363,230.54 


731,061.2 


6,130,394.86 





Tue Tora. Assets ARE 


$256,407,790.18 


LEGAL RESERVE 

Computed by the Insurance Department of 
ren pn This fund, together with 
uture premiums, is to provide for future 
obligations as they fall due. $213, 139,080.00 

RESERVES FOR SUPPLEMENTARY CONTRACTS 

To provide income payments to policyhold- 
a Pad + — of disability and to policy 
oiders or beneficiaries under policies which 
have become claims by maturity or death. 10,293,939.62 


Divipenps Lert witH THE ComPpANy 
Including dividends left to accumulate at 
compound interest—present rate 434 %—and 


dividends due and unpaid. 2,994,070.72 
Divipenps Set Asipe ror DistrinuTION 


The estimate of dividends that will be ij 7 7 

to policyholders during the entire year 1532. 7,527,000.00 

PREMIUMS Parp IN ADVANCE 2,122,353.60 

Poticy CLAIMS 

This amount is set aside to pay known o > 9 

unreported claims incurred but i 670,087.69 

settled. A 

EstimaTeD Taxes Payasie =e 207 
Durine 1932 878,897.00 

73,380.87 


MiscELLANEOUS LIABILITIES 
TOTAL OF ForgGOING LIABILITIES $237,698,809.50 


The excess of the Assets over this figure 
provides the contingency reserves. 


CONTINGENCY RESERVES 


Held for the additional protection of our 
policyholders. After setting aside policy- 
holders’ dividends for the entire year 1932 
and after applying $769,000 to write down 
certain investment values during 1931, con- 
tingency reserves increased $358,000 over 








he amount held a e inning o 
ee 
Torat, EQUALING THE AssETS $256,407,790.18 





Provident ‘Mutual — 


Life Insurance Company of Philadelphia Penna 


Founded 1865 
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APPRECIATION—> 
Is Proof of Value 


We are proud of the place which life insurance 
holds in the opinion of the American people 
today. 

We have a part in building life insurance ap- 
preciation. It is our purpose to acquaint every 

ossible prospect in Illinois with the value of 
egal reserve protection for the family, the in- 
dividual, the echones, the profession, and the 


7. 

Breaking resistance to make way for a more 
general acceptance of life insurance has been 
the aim of this Company since its inception in 
January of 1929. 

The tact that we have now a total of $44,000,- 
000 in force, all sold by our own representatives 
in this three year period exclusively in Illinois, is 
proof that our methods are right and our ideals 
of service appreciated. 

We cannot install free wheeling, but we do 
have a system of controlled selling that makes 
successes of inexperienced salesmen. 


L. A. WILLIAMS, General Manager, 


COUNTRY LIFE INSURANCE CO. 


608 So. Dearborn Street, Chicago, Ill. 




















Announcement 


The S. T. WHATLEY Agency will hold its 


Tenth Semi-Annual Life Insurance Training Course 


beginning Tuesday, March 8th, at 6:15 P. M., 
in their offices in the One La Salle Street 
Building. 

This course is intensely practical and the 
Classes are conducted by men of wide experi- 
ence in the Life Insurance Business. 

There will be no charge for instruction, but 
each one enrolling is expected to assume the 
cost of the text books necessary, at the special 
rate of $6.00. 

Any man contemplating entering the Life In- 
surance Business and desiring to enroll, should 
communicate with Samuel Leland, Jr., Super- 
visor. 


S. T. WHATLEY, General Agent 
AETNA LIFE INSURANCE COMPANY 


1914—One La Salle Street, Chicago 
State 3380 


AN ACCOUNT WITH THE AETNA PAYS 











ler, Indiana manager, conducted the 
morning and afternoon sessions. R. E. 
Weaverling, of the claim department, 
and Grant Torrence were also present 
from the home office. 


Hatcher Brothers Agents Meet 


Twenty-four agents from many sec- 
tions of North Dakota gathered in 








Fargo at the annual meeting of Hatcher 
Brothers, state agents for the Great- 
West Life of Winnipeg. A group from 
Grand Forks, traveling the 90 miles by 
automobile, was snowbound at Hills- 
boro and had to go the remainder of 
the way by train. H. W. Manning, as- 
sistant general manager, represented the 
home office. M. N. Hatcher presided 
at the banquet. 
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LIFE AGENCY CHANGES | 











Waddell Goes to Fidelity 


President Pittsburgh Life Underwriters 
Association Is Made Manager of 
Philadelphia Company 








R. N. Waddell, president of the Pitts- 
burgh Life Underwriters Association, 
has been appointed manager in Pitts- 
burgh for the Fidelity Mutual Life. He 





R. N. WADDELL 


succeeds T. J. Danner, who has been 
associated with the company since 1904 
and manager of the Pittsburgh agency 
for 27 years. For some time Mr. Dan- 
ner has been considering relinquishing 
the increasing responsibilities of a grow- 
ing agency. He initiated the negotia- 
tions which resulted in the appointment 
of Mr. Waddell. 

Mr. Waddell for three years has been 
production manager in the Massachus- 
etts Mutual. He has been 10 years in 
the insurance business. 

For the past several years he has been 
head coach at Carnegie Tech. Mr. Dan- 
ner, as assistant manager, will continue 
the association with the agency to which 
he has devoted so much of his life. 


Prudential’s Chicago Changes 

C. A. Chandler has been appointed 
superintendent of Chicago No. 15 of the 
Prudential. He started as an agent in 
Chicago No. 9 and was later promoted 
to assistant in Chicago 15. T. E. Mc- 
Guire becomes superintendent of the 
newly created Chicago No. 18 district. 
He is a son of George McGuire, who 
has just retired as superintendent of 
Chicago No. 4. T. E. McGuire started 
with the Prudential as an agent in Chi- 
cago No. 5 in 1919. In December, 1924, 
he was transferred to Chicago No. 11 
and later was made assistant. A year 
later he was given an assistancy in Chi- 
cago No. 14. Superintendent George V. 
Cohn of Chicago No, 15 is made super- 
intendent of Chicago No. 4. He suc- 
ceeds George McGuire, who has had 
charge of the district since 1911, 


M. E. Lazarus 
The Prudential has appointed M. E. 
Lazarus manager of the Terminal 








Tower ordinary agency in Cleveland. He 
has been a successful personal producer 














Great Southern Is Expanding 





A. J. Westermeyer of St. Louis Made 
Agency Director for Missouri and 
Southern Illinois 





The Great Southern Life has ap- 
pointed A. J. Westermeyer agency di- 
rector for Missouri south and east of 
Kansas City and in Illinois south of 
Decatur. This is the first entrance of 
the Great Southern into Missouri, while 
Mr. Westermeyer’s territory in Illinois 
is also a virgin field for the company. 

Mr. Westermeyer has had wide and 
varied experience. He joined the Met- 
ropolitan Life 20 years ago and had an 
excellent record as an ordinary in- 
structor. After nine years of activity 
with the Metropolitan, he went with the 
Continental Life of St. Louis to open a 
home office agency in that city, and in 
nine years built up a large local produc- 
tion unit for the company. 

He resigned that connection to join 
the Royal Union Life as its general 
agent in St. Louis and in less than three 
years produced $2,965,000 of personal 
business for that company. He resigned 
his general agency Dec. 1. Mr. Wester- 
meyer already has 14 men in St. Louis 
and is planning to open other agencies 
in Missouri and southern Illinois. 





M. E. Smead 


The Pacific Mutual Life has appointed 
Maurice E. Smead general agent at 
Portland, Ore., to fill the vacancy cre- 
ated by the resignation of R. F. Free- 
man, who has returned to Los Angeles 
as a member of the home office agency 
force. 





Will H. Ford 


Will H. Ford has taken charge of the 
ordinary department office of the Amer- 
ican National of Galveston at 501 Dis- 
patch building, Houston, Tex., but will 
continue his office in the American Na- 
tional home office building at Galveston. 


H. V. Stahl 


H. V. Stahl, formerly Oregon general 
agent for the Equitable Life of Iowa, 
has joined the L. F. Larson general 
agency of the Northwestern Mutual 
Life in Portland. Before joining the 
Equitable, Mr. Stahl was with the 
Northwestern Mutual in Portland for 
eight years. 


Edgar R. Wood 


Edgar R. Wood, who has been in the 
life insurance business in Trenton, N. 
J., for six years, has been appointed 
manager there for the Fidelity Mutual 
Life. Ten years ago Mr. Wood became 
interested in insurance, when as a Kan- 
sas farmer he was solicited by an insur- 
ance agent for live stock coverage. He 
asked the agent how much he earned 
on the sale and on being told that it 
was $5, he decided to enter the business. 
He began to sell insurance among his 
friends and meeting some success, went 
to Buffalo to enter the general insurance 
business. He later specialized in life 
insurance and six years ago was moved 
to Trenton. 


W. R. Davis, Jr., L. A. Hanley 


W. R. Davis, Jr., has been appointed 
manager of the Cincinnati department of 














for the Prudential in Cleveland. 


the Reliance Life, which has been made 
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separate from the Ohio department. An- 
other Reliance appointment is that of 
L. A. Hanley, who becomes manager of 
the southwest Texas department. 

Mr. Davis joined the Reliance in 1926, 
starting in western Pennsylvania. He 
went to Cincinnati as agency organizer 
in 1929. In 1931, the Cincinnati depart- 
ment showed an increase of about 10 
percent of paid life pro rata over 1930 
and a 72 percent increase in accident 
and health premiums. 

Mr. Hanley joined the Reliance in 
1923, but left in 1927. He returned in 
1931 as agency organizer of the new 
southwest Texas department. 


Ralph M. Robinson 


Ralph M. Robinson, formerly general 
agent of the Midland Mutual Life at 
Cincinnati, has resigned to go with the 
Cincinnati agency of the Mutual Life of 
New York. Mr. Robinson is now enter- 
ing his 11th year in life insurance. He 
was educated in Cincinnati, served in 
the 37th division overseas, finally being 
commissioned a lieutenant, and came 
back with the 79th division. 








Ellis & McKinney 


Ellis & McKinney of Des Moines, 
who have a general fire and casualty 
agency, have been appointed general 
agents of the Ohio National Life in 
Iowa. 

The new department will be in charge 
of E. J. Cotter, formerly assistant sec- 
retary and agency manager of the Peo- 
ples Life of Chicago and later assistant 
superintendent of agents for the Spring- 
field Life, Springfield, Il. 





Harold S. Foote 


Harold S. Foote, Chicago manager of 
the United States Life, has resigned, ef- 
fective Feb. 15. No arrangements have 
been made as yet in regard to a suc- 
cessor, but President Henry Moir is ex- 
pected in Chicago Friday personally to 
select a man to replace Mr. Foote. 





A. C. Dickinson 


The appointment of A, C. Dickinson 
as manager of its Birmingham agency is 
announced by the Guardian Life, Head- 
quarters are in 514 Watts building. He 
is a graduate of the University of Ala- 
bama. O. E. Stewart, who relinquished 
the post of manager a short while back 
in order to devote his full time to per- 
sonal production and the service of his 
clientele, continues as associate manager. 





Life Agency Notes 


The Peoples Life has appointed O. O. 
Graham, Pikeville, district manager in 
eastern Kentucky. 

The Volunteer State Life has an- 
nounced the resignation of Ernest P. 
Mauk as manager in Birmingham, Ala. 

William Warren, formerly agency su- 
pervisor for the Alamo Life, has been 
appointed district manager in San An- 
tonio for the Western Reserve Life. 

Cc, Le. Mansell is now district mana- 
ger at Waco, Tex., for the Lamar Life. 
Mr. Mansell for several years was with 
the Franklin Life in Texas. 

G. Frier of Pauls Valley, and H. E. 
Bateman, formerly of Tulsa, have been 
appointed general agents at Pauls Val- 
ley, Okla., for the Atlas Life of Tulsa. 

W. M. Blake, formerly general agent 
of the Southern Union Life at Amarillo, 
Tex., has been appointed general agent 
of the Mid-Continent Life for San 
Antonio. 

L. W. Hoskins, with the Aetna Life at 
Harlingen, Tex., for seven years, has 
been appointed supervisor for the Old 
Line Life of Milwaukee, with head- 
quarters in Harlingen. 


Atlantic Life Richmond Meeting 


Seventy agents of the Atlantic Life 
from all parts of Virginia asembled in 
Richmond for the annual meeting of 
Atlantic Agency, Inc. which was fea- 
tured by inspirational and educational 
talks by home office officials including 
A. O. Swink, president; W. H. Harri- 
son,. vice-president and superintendent 
of agencies, and J. W. Sinton, Jr., sec- 
retary and actuary. 











GALLEY PROOFS ....... 





The national leaders in paid-for busi- 
ness of the Lincoln National Life for 
1931 have been announced. In the or- 
der named they are: H. E. Campbell, 
Columbus, O.; Clyde Chaddick, San 
Antonio, Tex.; C. B. Rittenberry, Ama- 
rillo, Tex.; L. R. Lay, El Paso, Tex.; 
W. L. Whalen, Philadelphia; T. I. Ra- 
mer, Wilkes-Barre, Pa.; N. B. Weese, 
Little Rock; L. C. Evans, Nashville; 
J. G. Hopkins, Pittsburgh, and H. T. 
Cooke, Fort Wayne, Ind. 

Seven of the ten National leaders in 
paid for business during December were 
from Ohio, and six of these were from 
one agency—Campbell & Campbell or- 
ganization in Columbus. This is the 
first time in many years that such a 
wholesale taking of production honors 
by one agency has occurred. 

* *k * 


F. C. Kerr, agent of the Great West 
Life of Winnipeg at North Battleford, 
Can., in reviewing his business for 1931 
finds that he closed 26 percent of it 
after 6 p. m. He is a member of the 
$200,000 Club. A majority of his ap- 





plications came from former policyhold- 
ers and their families. 
® 6 2 
During February the Bankers Life 
of lowa field men will honor Elbert 
Storer of Indianapolis, manager of the 
Indiana agency, and president of the 
National Association of Life Under- 
writers. The battle cry is “Sell Six 
for Storer.” Each salesman will en- 
deavor to write at least six applica- 
tions during the month, one for each 
letter of Mr. Storer’s name. 
* * * 


According to a statement given out 
by W. M. Duff, president, the Edward 
A. Woods Company, general agency of 
the Equitable Life of New York at 
Pittsburgh, paid for $46,126,782 in 1931. 
Of this amount $12,302,000 was written 
during the last quarter, a 7 percent in- 
crease over the same period for 1930. 
For over 50 years the Woods Company 
has represented the Equitable in west- 
ern Pennsylvania and is now serving 
over 371,000 policyholders whose insur- 





ance totals nearly $750,000,000. The 


agency included three $1,000,000 pro- 
ducers during the year: M. J. Donnelly, 
New Castle, $1,053,905; J. M. Pfeil, 
Pittsburgh, $1,009,598, and M. B. Cohill, 
Pittsburgh, $1,001,932. 

se © 

A Thrift Week program that at- 
tracted more than average attention 
was staged by the Kalamazoo Life 
Underwriters Association. It was fea- 
tured by a county-wide contest to lo- 
cate the oldest life policy still in force. 
Two banks of the city cooperated by 
awarding the $15, $10, and $5 prises 
given to the holders of the oldest 
policies and interest of the citizenry 
generally was kindled by the excellent 
publicity given the venture by the 
Kalamazoo Gasette, local daily. 

The contest resulted in unearthing 
more than 100 old life policies. The 
oldest of these proved to be a New 
York Life contract first issued in 1866 
to Erastus C. Martin and later dupli- 
cated in 1873 when the original policy 
was burned. A Mutual Life of New 
York policy, dated Jan. 1, 1878, was 
winner of second place and a Cor- 
poration Life, Toronto, policy, issued 
Dec. 31, 1878, took third, 

* * * 
The Register Life agency force is 
honoring one of their fellow workers, 
King Vanderwicken, general agent at 
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MR. YOU 


During the past few months we have been 


telling you about our ORGANIZED SALES 


» »> » 


As further evidence of the success of this 
plan, The Minnesota Mutual enjoyed, not only 
the greatest volume of regular business it has 
ever enjoyed during its December “Randall 
Month,” but production of regular business dur- 
ing 1931 exceeded the production of this class 
of business for any one year since this Company 
was organized in | 880. 


Any man intent upon success cannot afford 
to pass up the opportunity the ORGANIZED 
SALES PLAN offers. 


If interested, fill in the coupon below and 
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i St. Paul, Minnesota 
I am interested in your ORGANIZED SALES PLAN. Please give 
y me full particulars. 
I 
I i cccrstnccamraicsevacosssetenesusiacilbtblarobadben tte tiadataiiadtidanise tia te 
l 
; NE A Te ee EO NM EER ATE LATS 
I 
I Address ieeaiaiicienaasi aseeesenseseseseessessseeserss i 
I The National Underwriter 


























bo 
bo 


THE NATIONAL UNDERWRITER 


February 5, 1932 




















A NEW YEAR 





Pilots to Protection 
enter upon it with increased 
zeal and confidence 


LFE \WSURARCE COMPAS 




















W. L, MOODY, III 


W. L. MOODY, JR. W. J. SHAW 
President Vice-President Secretary 


B. MILLS 


SHEARN MOODY J. 
Asst. Vice-President 


Vice-President 


AMERICAN NATIONAL 
INSURANCE COMPANY 
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We Have Openings for Live Men in 


California Kansas Minnesota South Carolina Virginia 
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Georgia Michigan North Carolina Texas Washington 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Special Low Premium Plans 


If Interested Address 
AMERICAN NATIONAL INSURANCE CO. 
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Mason City, Ia., in February. Mr. Van- 
derwicken will complete four years of 
consecutive weekly production the sec- 
ond week of the month and all Register 
Life agents are striving for a perfect 
consecutive weekly production record 
during the month in honor of his 
achievement. 

Mr. Vanderwicken has been Register 
Life general agent in Mason City for 
eight years, is past president of the 
Mason City Life Underwriters Asso- 
ciation and has been prominent in state 
association work. 


* 
Bruce BArtoN’s editorial on life 
insurance, “A Rock in a Weary Land,” 


has been reprinted several times 
since it appeared in the New York 
Herald Tribune and other papers 
served by the McClure Newspaper 
Syndicate. Mr. Barton referred to an 
insurance convention which he had at- 
tended shortly before writing — the 
article, but did not mention what 
company. The company was the 
Phoenix Mutual Life, and the conven- 
tion was at Hot Springs, la., in Sep- 
tember, 1931. Mr. Barton's firm, 
Batten, Barton, Durstine & Osborn, 
handles the Phoenix Mutual's adver- 
tising. 
* ok 
General Manager J. H. Lithgow of 
the Manufacturers Life of Toronto in 
his annual report spoke of the effect the 
dislocation in the rates of exchange had 
on the company. He said: “A valua- 
tion of our policy liabilities outside of 
Canada on the basis of the rates of ex- 
change current at the end of the year 
has been made, and shows that our lia- 
bilities on such a basis would be in- 
creased by less than $50,000 whereas a 
similar valuation of our assets shows an 





increase in them of a very substantial 
amount. This is due to the fact that 
in the case of currencies with the ex- 
change against us, as in the United 
States, we have substantial invested as- 
sets to more than offset our liabilities 
under policy contracts. It so happens 


| that in currencies with the exchange in 


our favor we have a comparatively 
small amount invested in proportion to 
our policy liabilities. No credit has 
been taken for this condition in our bal- 
ance sheet in which, as in the past, the 
various currencies have been taken at 
par in respect of the Canadian dollar 
both for our liabilities and our assets.” 
Bo a * 

The Postal Telegraph Company co- 
operated with the life insurance inter- 
ests by sending to its general managers 
and superintendents a window display 
for Life Insurance Day to be used in 
Postal offices. It suggested a reshow- 
ing of the window easel posters sent out 
in 1931 advertising insurance. Then it 
had a special insurance day poster being 
a reproduction of the life insurance day 


| poster issued by the committee of the 


National Association of Life Under- 
writers. 
* x 

Samuel Mueller, a merchant of Indi- 
anapolis, becomes chairman of the 
Indianapolis chamber of commerce in- 
surance committee. The life members 
are H. L. Catelon, Sun Life; R. L. 
Colby, Franklin Life; G. W. Flickinger, 
John Hancock Mutual; Richard Habbe, 
Massachusetts Mutual; O. E. Logan, 
Provident Mutual; M. B. Oates, Insur- 
ance Research & Review; E. B. Raub, 
Indianapolis Life; Elbert Storer, Bank- 
ers of Iowa; H. M. Woollen, American 
Central Life; Editor Irving Williams, 
“Rough Notes.” 











AMONG COMPANY MEN 

















Two Officials Are Quitting 


Vice-president McCormack of Reliance 
Life and Superintendent Wilhoite 
Ending Long Service 








The connections of E. G. McCormack, 
vice-president, and W. L. Wilhoite, 
superintendent of agencies eastern divi- 
sion, Reliance Life of Pittsburgh, have 
been severed, H. G. Scott, vice-president 
and secretary, announces. Future plans 
of the two veteran Reliance officials are 
unknown. 

Both had considerable to do with 
building the Reliance to its present im- 
portant position in American life insur- 
ance. Mr. McCormack, brother of the 
late Dr. J. N. McCormack, who was 
very prominent in the American Medical 
Association, was a retail druggist at 
Bowling Green, Ky., until he was 32, 
and in 1900 went with the New York 
Life in that city as an agent. After a 
successful experience as agent he was 
appointed agency director at Evansville, 
Ind. He remained there for the New 
York Life until he went with the Re- 
liance in 1907 at Louisville in charge 
of Kentucky as manager. He was ap- 
pointed assistant general manager of 
agencies at the home office in 1910 and 
in 1912 became general manager. About 
1927 he was elected vice-president, re- 
taining his position as manager of 
agencies. 

Son Also Resigns 


Mr. Wilhoite was an agency director 
of the New York Life at Charlotte, N. 
C., and joined Mr. McCormack with 
the Reliance in 1908. In a few years 
he was appointed assistant superinten- 
dent of agencies covering the south, 
with his headquarters in Memphis, and 
remained in that capacity until his con- 
nection with the Reliance was termi- 
nated, although at the last he had the 
title of superintendent in charge of the 
eastern division. 

T. P. McCormack, son of the vice- 





president and supervisor for Ohio, has 
resigned this connection. 


Davisson to Entrench Ohio 
National in Pennsylvania 





R. C. Davisson, who since resigning 
about a year ago from the Bankers Re- 
serve Life, has been doing special agency 
work in Illinois, has joined the Ohio 
National as agency manager. He is as- 
signed to Pennsylvania, where the Ohio 
National is eager to develop its busi- 
ness. He will start in Pittsburgh, get- 
ting the Ohio National entrenched there 
and then will probably appoint general 
agents and get them started at other 
points in the state. Mr. Davisson was 
connected with the Bankers Reserve 
Life as special agent in Illinois with 
headquarters in Chicago for four years. 
Before that he was a sales manager 
for the Cadillac Motor Company. He 
started in life insurance with the Bank- 
ers National of Colorado, traveling in 
Missouri, South Dakota and Florida, 
and was connected with that company 
four years. ° 


Owens Now Vice-President 


W. Dudley Owens, who has been sec- 
retary, was elected vice-president of the 
Lamar Life of Jackson, Miss., at the 
annual meeting. Mr. Owens has been 
with the Lamar 19 years, having started 
as an office boy. After returning from 
the war he was made assistant secretary 
and then was made secretary. He is a 
former Mississippi commander of the 
American Legion. Carl Faust of Jack- 
son, a director, was elected to the execu- 
tive committee. 


W. F. Entrekin Promoted 


William F. Entrekin, home office rep- 
resentative of the actuarial department 
of the Prudential, has been promoted 
to pension sales manager of the group 
insurance department. 
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LIFE COMPANY CONVENTIONS 











Bankers Life Agents Gather 


President Wilson Discusses Financial 
Structure of Life Companies— 
Economist Praises Business 








LINCOLN, NEB., Feb. 4.—President 
H. S. Wilson discussed the financial 
structure of life companies at the an- 
nual agency convention of the Bankers 
Life of Nebraska. He said that through 
the various reserves and the favorable 
mortality experience, the life companies 
have erected many lines of resistance, 
and that it would take a more severe de- 
pression than we have ever experienced, 
before the life companies’ current income 
proves insufficient. Mr. Wilson said 
that conservatively valued first farm 
mortgages are first class investments 
and former Governor McKelvie, who 
also spoke, concurred in this belief. 

C. Petrus Peterson, general counsel, 
said that the depression would be cured 
by those who are searching for solu- 
tions, not by those who look upon it as 
a result of the ordinary processes of 
nature. A courageous spirit and in- 
dividual confidence are requisite to eco- 
nomic recovery. 


Praises Life Insurance 


Prof. William Irwin, Washburn col- 
lege economist, in answering the ques- 
tion of why life insurance, said that in- 
surance is a complete substitute for the 
investment trust or other forms of stock 
ownership and that while it lacks the 
lure of profits, it not only lives up to 
its guaranteed values but often goes be- 
yond them. It is the only piece of 
property a man owns today that has not 
depreciated in value. Life insurance has 
provided means by which men may 
leave lasting memorials in the form of 
endowments for worthy causes or insti- 
tutions; it has provided, through the 
policy loan, a last resource for the hard- 
pressed man, and by providing policy- 
holders with a piece of property it has 
given each a stake in the country that 
is the best guaranty of the stability of 
civilization. He was caustic in his crit- 
icism of the executives of big companies 
who have been saying that the depres- 
sion will wipe out the small companies, 
declaring that “if the small, well man- 
aged company cannot live through it 
there is very small chance for the big 
ones. 


Governor White Speaks to 
Ohio State Life Gathering 





_ COLUMBUS, O., Feb. 4.—The Ohio 
State Life held its annual agency gath- 
ering here last week. Governor White 
of Ohio paid a tribute to life insurance 
in his talk and said that life insurance 
had stood like a rock in the present 
financial storm. 

John M. Sarver, chairman of the 
board and former president, was unable 
to attend because of illness. The gath- 
ering paid tribute to him for the man- 
ner in which he had conducted the af- 
fairs of the company. The annual ban- 
quet was held on William McKinley’s 
birthday, and President U. S. Brandt, 
C. E, Schilling, vice-president and med- 
ical director, and Joseph K. Bye, secre- 
tary, paid tribute to the former president. 


Central Life Men Meet 


MADISON, WIS., Feb. 4—Agents 
from all sections of Wisconsin attended 
the state convention of the Central Life 
of Iowa here last week. R. E. Larson, 
assistant state manager, was the toast- 
master at the dinner. Speakers included 
Pearce H. Young, superintendent of 
agents; Prof. K. L. Hatch, University 
of Wisconsin; George L. Carlin, educa- 
tienal director, and several Wisconsin 
men. 











Pennell Head of State 
Mutual General Agents 














FRANK W. PENNELL 


BILOXI, MISS., Feb. 4.—Officers 
elected by the general agents’ associ- 
ation of the State Mutual Life at the 
convention here were: Frank W. Pen- 
nell, New York, president; George S. 
Lott, Dayton, O., vice-president; T. F. 
Hazen, Jr., Knoxville, Tenn., secretary- 
treasurer. The various departments of 
the company were well represented at 
the convention. James H. Eteson, as- 
sistant superintendent of agencies, pre- 
sided. 








Connecticut Mutual General Agents 
and Home Office Men Meet—Fow- 
ler Gets President’s Trophy 





BY W. J. BATH 


The Connecticut Mutual Life held its 
annual general agents’ conference at Hol- 
lywood-by-the-Sea, Fla., last week. In- 
cluding home office men, about 70 were 
present. Vincent B. Coffin, superintend- 
ent of agencies, announced the new pre- 
liminary training course on production 
principles. Kenilworth H. Mathus, edi- 
tor of publications, announced extension 
of the direct mail prospect service. An 
interesting demonstration on the Con- 
necticut Mutual’s trust service was given 
by Harold F. Chandler and Miss Leila 
E. Thompson. 

The suicide rate has increased during 
the depression, Harold F. Larkin, vice- 
president, reported in his review of the 
recent changes made in the monthly dis- 
ability income clauses. He stressed the 
sympathetic attitude of life companies 
and their keen interest toward the de- 
velopment of safety factors in commer- 
cial aviation. 

The medical aspects of underwriting 
life insurance risks were discussed by 
W. B. Piper, medical director. He told 
of the recent developments in the use 
of electro-cardiograph in medical exam- 
inations. 

President James Lee Loomis awarded 
the president’s organization trophy to 
the Cincinnati agency, L. Fowler, 
general agent, for the best record in or- 
ganization development in 1931. Hon- 
orable mention went to Harry F. Tray, 
New York; J. M. Fraser, New York; 
Earl F. Colborn, Rochester, and Caleb 
W. Baldwin, Seattle. 

The Connecticut Mutual agents wrote 
over $2,165,000 of new business on Life 





Proof vs. Faith 


Untit the present business situation had 
settled all over the land, the American people had taken 
their life insurance largely on faith in what the Agents 
told them. Now, however, they have had conclusive 
proof that the pictured completeness of service was a 
reality. Their knowledge has come from intimate emer- 
gency experience. They have found that their life 
insurance investment was for the livimg as well as for 
the survivors of the ‘deceased, and that the companies 
have been swiftly prompt in their service, their contract 
promises being redeemed one hundred cents on the 
dollar. 


Having, for the time being at least, less money for 
general investment, the public is turning. still more 
strongly to life insurance, for a combining of its pro- 
tective and maintenance functions with a permanently 
reliable depository for savings and surplus funds. That 
is, an investment unequaled because of the breadth of 
its usefulness and its supreme safety. 
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INITIATIVE 


OWE and his Hessians were entrenched 

in Trenton. A blizzard roared. Ice filled 
the Delaware. The Colonial cause was at its 
darkest. Washington, with extraordinary cour- 
age, resourcefulness and leadership, initiated 
an astounding attack. Its success turned the 
tide of American fortunes. 


Initiative and resourcefulness in attacking 
economic ills of today are as essential. In life 
insurance we have an invaluable tool, proved 
in many crises by all classes of people. Central 
Life pledges for 1932 to renew its aggressive 
spirit in the campaign to relieve distress and 
suffering through the sound principles of 
thrift and investment offered by life insurance. 


Central. Life 


Assurance Society 


(Matual) 
T. C. DENNY, President 
DES MOINES IOWA 
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Jay G. Sigmund—Vice-Pres. & Agency Director 
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Insurance Day. Vice-President Peter 
M. Fraser announced that the 1933 gen- 
eral agents’ conference will be held at 
the same location. 

John M. Fraser of New York won 
the Connecticut Mutual award for lead- 
ing general agent in the AA group. E. 
F. Colborn, Rochester, was the grdup 
A leader; S. T. Chase, Chicago, group 
B; H. F. Gray, New York, C; R. H. 
Carter, Oklahoma City, D. Vice-presi- 
dent P. M. Fraser made the awards. 


Provident Mutual Life Meeting 


The general agents’ association of the 
Provident Mutual Life will meet at St. 
Petersburg, Fla., Feb. 29. C. D. Con- 
nell of Wells & Connell, New York City 
general agents, is president. 

National Fidelity Life Meeting 

The National Fidelity Life held its 
annual agency convention in Kansas 
City last week. President Ralph H. 
Rice, Sr., spoke about the progress that 
was made last year and the outlook for 
the present year. Assistant Secretary 
R. H. Rice, Jr., gave a talk. Actuary F. 
E. Young gave a “forecast of policy 
trends during the next decade.” J. W. 
Wilson, manager of the Kansas City 








division of the Standard Oil Company, 
gave a talk. A number of the agency 
force participated. 

R. H. Rice, Jr., said 64 percent of men 
trained in the company’s four home 
office schools in 1931 still are with the 
company, and were responsible for 27 
percent of the company’s volume and 22 
percent of the paid premiums from the 
entire field. Experience has shown it is 
useless to carry men longer than three 
months when they are not willing to co- 
operate. 





Michigan Managers Meet 


The new agent’s contract of the 
American Life and the company’s new 
disability regulations were outlined to 
Michigan managers at a conference at 
the home office in Detroit by Claris 
Adams, executive vice-president. Presi- 
dent Clarence L. Ayres talked on 
“Where Are We Today” and P. J. Cran- 
dall and Ray Theem spoke on “Today’s 
Needs in Closing.” 

“Getting New Agents Into Produc- 
tion” was discussed by Ray Johnson, 
while Fred Battelle talked on “Allotting 
a Manager’s Time.” Hugh E. Vande 
Walker, Michigan supervisor, presided 
over the group session and the personal 
conferences with the managers. 





|. AS SEEN FROM NEW YORK 





FIVE HURDLES IN 1932 


Agencies now have five hurdles to 
clear in getting business issued that they 
did not have three years ago, a promi- 
nent general agent here points out: 
1. Earned income with relation to the 
amount of insurance in force or applied 
for. There are many men whose in- 
comes have been large and will be again 
later on, but their earned return is 
sharply reduced now and it is on this 
basis that the life company bases its 
estimate of their insurable value. 2. The 
aviation hazard. Little attention was 
paid to this question three years ago. 
Now it is a frequent subject of consid- 
eration and companies realize its grow- 
ing importance for the future. 3. The 
inter-company agreement on _ electro- 
cardiograph and x-ray examinations for 
large risks. 4. The tightening up of re- 
insurance channels. ‘There is little re- 
insurance on large cases unless the rein- 
suring company is given an opportunity 
of looking it over first. 5. Disability, 
which of course is no longer a question 
with a number of companies, but which 
is much more closely inspected by those 
companies still accepting this coverage. 

* 


* 
NEW AGENCY INAUGURATED 


The American Fiduciary Agency, 
said to be the first publicly financed 
general agency and brokerage business 
in this country has been organized here. 














Stock is being sold countrywide, as it is 
intended that it shall be held in small 
lots and that the officers and directors 
shall never own more than a small mi- 
nority. 

The charter permits it to handle all 
forms of insurance. The intention is to 
buy or organize a life company. The 
charter also allows the acquisition and 
handling of all other kinds of insurance 
business—fire, marine, liability, automo- 
bile, etc., including any new lines that 
may develop in a general agency and 
brokerage capacity. 

W. C. Redfield, Secretary of Com- 
merce in President Wilson’s cabinet, is 
chairman of the board. George T. Wil- 
son, formerly vice-president of the Equi- 
table Life of New York, is president 
and J. A. H. Hopkins, formerly vice- 
president of Johnson & Higgins, is vice- 
president. Mrs, Agatha O. Stewart is 
secretary. 

= | 
KOPF ON INVESTMENTS 


The course in the investments of in- 
surance companies, conducted by E. W. 
Kopf, assistant statistician of the Met- 
ropolitan Life, begins this week at Co- 
lumbia University. The course includes 
fourteen lectures and opportunity will 
be given selected students for original 
inquiry in post-war insurance investment 
problems. The course is given from 5:50 
to 7:30 p. m. on Thursdays. 
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HAVILAND AGENCY GROWS 


The F. H. Haviland agency of the 
Connecticut General in Chicago closed 
1931 with $3,500,000 paid business, prac- 
tically all of it produced by agents of 
that office, as compared with $2,700,000 
the year before, much of which was 
placed on a brokerage basis under a for- 
mer manager. Mr. Haviland has taken 
on a $5,000,000 quota for 1932, and in 
January paid for his pro rata share. 

“2 = 


STUMES & LOEB RECORD 


Stumes & Loeb, Chicago general 
agents of the Penn Mutual, have had 
a very fine year, closing 1931 with $12,- 
750,000 paid for, compared with about 
$12,000,000 in 1930, or over 6 percent 
increase. The agency was third for the 
company in this country, being headed 
only by the great New York and home 
office general agencies. Stumes & Loeb 





established another record last year, the 
average production of all men in the 
agency, including new men, having been 
around $300,000 and the average policy 
about $10,000. This fine record is 
largely due to the close personal super- 
vision exercised over the men by the 
partners, Arthur A. Loeb and Charles 


B. Stumes. 
*x x 
FINE CONSERVATION RESULTS 


A considerable increase in business is 
reported by the Otis Hann Company of 
Chicago, conservation experts. Con- 
tracts with a number of companies were 
obtained last year, five in October alone, 
and the Hann service now is doing con- 
servation work for 24 companies with 
an aggregate of $1,250,000,000 insurance 
in force and assets around $2,000,000,000. 
The service is reclaiming around $500,000 
a month of business lapsed because of 
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high policy loans, etc. According to J. 
Robert Hann, head of the business, this 
type of business is just coming into its 
own and the field barely has been 
scratched. He says there is unlimited 
opportunity for the specialized reclama- 


tion or conservation service. 
* 
NEW YORK LIFE CONTEST 


The central department of the New 
York Life, which now under Inspector 
of Agencies R. E. Whitney takes in only 
Chicago territory, has started a three 
months’ contest which will close with 





an agency meeting in May attended by 
representatives from the home office. 
This is the annual spring contest. 


* * * 
RELIANCE LIFE MANAGERS MEET 


Managers of the Reliance Life from 
a number of points in the middle west, 
gathered at Chicago this week for a 
conference. C. O. Sparver, superintend- 
ent of agents at the home office, was 
chairman. Managers were present from 
Indianapolis, Minneapolis, Chicago and 
a number of other mid-western cities. 

















IN THE SOUTH AND SOUTHWEST 














Group Case Judgment Upheld 


Issue Arose Over the Award for Dis- 
ability Under a Metropolitan 
Life Policy 








An interesting decision has been 
handed down by the Tennessee supreme 
court in Metropolitan Life vs. Noe in 
which a group policy is involved. An 
employe of the Kingsport Hosiery Mills 
brought suit under the disability clause. 
The policy was for $1,000 and for total 
and permanent disability paid $51.04 a 
month. The court of appeals modified 
the judgment to reduce the recovery to 
$570.15, which represented the monthly 
payments which had accrued up to the 
time of bringing the suit, leaving any 
balance which might accrue for future 
determination. 

The Metropolitan Life complains that 
the court of appeals construed the pol- 
icy providing for total temporary dis- 
ability and on this theory, despite a find- 
ing that a case of permanent disability 
was not shown, affirmed the judgment 
with the modification mentioned. The 
supreme court finds no error in the re- 
sult reached by the lower court. It gave 
the jury an opportunity to observe and 
judge the physical condition of the 
policyholder. There was convincing evi- 
dence that her disability was total in the 
sense of the contract and this condition 





had continued. The lower court there- 
fore is upheld. 





Bank Installs Service 


The Whitney Trust & Savings Bank 
of New Orleans, to assist in conserving 
the value of life insurance now owned 
by its customers and to encourage larger 
ownership of it, has added a life insur- 
ance service section. This addition is 
intended to afford customers accurate 
information and expert advice on their 
life insurance needs. The section is 
under the direction of Otho Thomas, an 
experienced and practical life insurance 
man. The bank does not sell, nor does 
it permit any employe to sell, life insur- 
ance, but merely urges its purchase. 





To Record Cancellations 


MONTGOMERY, ALA., Feb. 4.— 
For the purpose of placing the insurance 
profession on a higher plane and to elim- 
inate objectionable agents Superintend- 
ent Greer is preparing printed forms to 
be sent to general, special agents, super- 
visors and other insurance officials in 
order that the insurance department may 
be advised of the reasons for any com- 
pany’s cancellation of an agent’s license. 
The form will require specific reasons 
why an agent’s license is cancelled. 
When returned to the department it will 
be filed for reference. 
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Loss Ratios Are Increasing 


Companies Find That Their Commercial 
Accident Department Is Hit by 
Death Claims 





Companies writing commercial acci- 
dent find that their loss ratio was in- 
creased materially last year. There may 
be a number of causes that contribute 
to this situation. However, there are a 
few that are paramount. In the first 
place the automobile is becoming more 
and more a greater factor in producing 
injuries and fatalities. The commercial 
companies have been hit chiefly on their 
ry sum and specific indemnities. 

ife companies face the same situation 
with their double indemnity clause. 
They see, as do the commercial accident 
companies, that the accident claim ratio 
is mounting. 


Many Cases Really Suicide 


There are hundreds of cases where 
accident companies have paid principal 
sums where death has been due to sui- 
cide but it has been very difficult and 
impossible in most cases to prove it. 
Then again the terrific economic strain 
has accentuated bodily ills, especially 
degenerative and heart diseases: A man 
facing tremendous responsibilities suc- 
cumbs with a heart attack. If that can 
be switched over to an accident it is 
done. Therefore, the accident companies 
find out that they are really paying 
death claims due to suicides and disease 
and they are not getting the money for 
it. In these cases they are writing life 





insurance without the life insurance pre- 
mium, 

The commercial accident premium in- 
come was off quite a bit in 1931. People 
have dropped their accident policies in 
their endeavor to economize. Policy- 
holders have cut down overhead in many 
different ways and accident insurance 
has felt the pruning knife. 

Accident underwriters feel that there 
must be a reawakening in the accident 
field so that companies can be protected 
and yet furnish sufficient arguments to 
agents to get the business. The coun- 
try is much undersold so far as accident 
insurance is concerned. There are great 
possibilities but observers say that the 
companies must get down to brass tacks, 
cut out the frills and give a salable con- 
tract at reasonable cost. This can be 
done if a lot of fringes are eliminated. 


Broader, Costlier Non-Can 
Series Soon to Be Issued 








A new series of noncancellable poli- 
cies providing broader coverage at in- 
creased premiums to become effective 
Feb. 15 is announced by the Massa- 
chusetts Accident. Policies will termi- 
nate at age 60 nearest birthday. They 
will have an aviation clause, waiver of 
premium and provide 100 percent in- 
demnity for loss of limbs and sight as 
long as the insured lives. 

At an additional premium, a rider may 
be added to provide partial disability in- 
demnity for an unlimited period instead 
of for 12 months. Minimum limits are 
$100 monthly and maximum $250. 








SOMETHING NEW tnax IS NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. : 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 
LIFE INSURANCE 


COMPANY 
A Mutual Legal Reserve Life Insurance Company 


Ten East Pearson Street : : : Chicago 














An UNUSUAL Contract 


will be offered to 


An UNUSUAL Man 


—is a producer —will WORK 

—can organize 

—needs no drawing account or 
—needs no financing salary 

—needs no office expense 


BUT 


WHO will accept Home Office help in the appointment of new Agents 
under him for whom he will not be responsible financially and yet on 
whom he will receive overwriting Commissions as high as per 
thousand and long time Renewals. 


THE COMPANY—is rated “A” by Best. Its rates for 
Insurance are extremely low 


(Age 35 Ordinary Life Net Cost 
First year per thousand $17.85) 


It writes all latest forms—Participating only—includ- 
ing an improved Family Income form; also Juvenile. 
Has over $135,000,000 in force. 


TERRITORY—The Company desires especially to de- 
velop Indiana, Illinois, North Carolina and Texas. 


ASSISTANCE—Experienced field men to help the 
man selected to build a real agency in which the Re- 
newals are NON-FORFEITABLE. 


WE WANT AN UNUSUAL MAN 


UNLESS you have no present connection, or you have a real reason 
for leaving your present connection and are not at fault yourself, we 
a not yw ee ——e —_ about soureey ve not \-— 
cate with references until after interview. rite ational 
Underwriter ™ 
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NEWS ABOUT LIFE POLICIES 














New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the ‘Unique Manual- 
Digest”’ and *‘Little Gem,” Published Annually in May and March respectively 
PRICE, $5.00 and $2.00 respectively. 











Dividend Scale Is Revised 





Massachusetts Mutual Puts in Force 
Some Modifications Resulting in 
Decreases for 1932 





Dividend reductions have been put in 
force by the Massachusetts Mutual. 
The effect of adjustment of the old 
scale, officers state, is that for the year 
commencing June 1, 1932, reduction in 
dividends over a 20-year period on ordi- 
nary plans amounts to between 6 and 7 
percent, and over a 10-year period to a 
little less than 10 percent. For subse- 
quent years the difference between the 
old and new schedules gradually di- 
minishes. 

A. T. Maclean, second vice-president 
and actuary, states: “We are satisfied 
that our present schedule is an equit- 
able one, and in view of the unsettled 





conditions we do not deem it wise to 
make up a new schedule but rather to 
adhere to some modification of the pres- 
ent plan and await subsequent develop- 
ments. We believe that present condi- 
tions demand conservative action and 
the maintenance of a substantial sur- 
plus.” 

In general the 1932 dividends will be 
percentages of the previous scale, but 
the old schedule is maintained on poli- 
cies issued on 3% percent and 4 per- 
cent reserve basis, all deferred and re- 
tirement annuities, and single premium 
five-year endowments issued since June 
1, 1931. Dividends on 3 percent paid-up 
and extended term policies will be on 
the basis of 95 percent of the old scale. 
The 4.8 percent interest payable on divi- 
dend accumulations, and 5 vercent on 
proceeds of installment settlements, were 
continued. 

The 1932 adjusted scale for the divi- 
dend year commencing June 1, is based 














Forty-eight 
growth, a 
sound financial 





HE Franklin has closed every 

year since its organization in 
1884— including 193l1—with more 
assets, larger legal reserve, and a 
greater volume of insurance in force 
than it had the preceding year. 


years of 
history of 


record of stability, and a deserved 
reputation for service to its policy- 
holders—that is The Franklin. 


January 1, 1932 


Insurance in Force. .$225,215,066.00 
Admitted Assets ... 


Capital, Surplus and 
Special Funds ... 


aid to Policyholders 
and Beneficiaries 
Since Organization 44,165,812.84 


steady 
absolutely 
management, a 


32,248,530.37 


1,605,488.19 





























on the following percentages of the 
present dividend scale: (1) 75 percent 
of first to 15th dividends, inclusive; (2) 
80 percent of 16th dividend; (3) 85 per- 
cent of 17th dividend; (4) 90 percent of 
18th dividend; (5) 95 percent of 19th 
and all subsequent dividends. For the 
dividend year commencing June 1, 1933, 
percentages are: (1) 80 percent of first 
to 15th, inclusive; (2) 85 percent of the 
16th; (3) 90 percent of the 17th; (4) 95 
percent of 18th and subsequent divi- 
dends. 

For year starting June 1, 1934: (1) 85 
percent of first to 15th, inclusive; (2) 90 
percent of 16th; (3) 95 percent of 17th 
and subsequent dividends. For year 
starting June 1, 1935: (1) 90 percent 
of first to 15th, inclusive; (2) 95 percent 
of 16th and subsequent dividends. For 
vear starting June 1, 1936: 95 percent 
of present scale. If conditions improve, 
it is emphasized by President W. H. 
Sargeant, it may be possible to make 
the dividends larger. 

Dividend calculations on these per- 
centages (not guaranteed), on four 
popular forms are: 


Ordinary Life 


— Age—————_—_—__ 
20 30 35 45 55 65 
0 4.67 5.19 5.80 6.95 11.30 
2 5.16 5.69 6.34 7.75 12.82 
6 5.68 6.20 6.89 8.61 14.42 
5 6.20 6.75 7.49 9.56 16.10 
2 6.74 7.30 8.10 10.56 17.88 
5 6.94 7.45 8.34 11.04 18.75 
80 7.11 7.61 8.60 11.59 19.61 
96 7.27 7.75 8.85 12.13 20.44 
3 7.46 7.92 9.12 12.70 21.24 
2 7.62 8.05 9.41 13.32 22.02 








20 Pay 
4.34 4.91 5.43 5.99 7.01 11.17 
4.80 5.54 6.05 6.63 7.89 12.70 
5.29 6.21 6.70 7.32 8.84 14.32 
5.84 6.89 7.42 8.06 9.88 16.03 
6.41 7.62 8.15 8.87 11.02 17.83 
6.71 7.97 8.47 . 9.25 11.61 18.72 
7.01 8.30 8.80 9.67 12.26 19.61 
7.33 8.64 9.12 10.10 12.93 20.48 
7.67 9.00 9.45 10.55 13.63 21.30 
8.04 9.2 9.79 11.04 14.36 22.12 
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20-Year End 





Age 

Year 20 30 35 40 45 55 
Bet ves 4.93 5.38 5.82 6.09 6.23 7.12 
Be wwe 5.66 6.21 6.62 6.87 7.00 8.05 
gee 6.44 7.11 7.48 7.71 7.82 9.07 
awe a 7.32 8.06 8.43 8.60 8.72 10.19 
Bawaes 8.29 9.09 9.42 9.57 9.71 11.40 
ia ates 8.89 9.70 9.96 10.05 10.25 12.06 
7 9.53 10.28 10.52 10.59 10.82 12.78 
Sicons 10.19 10.89 11.08 11.13 11.42 13.53 
Pon wen 10.87 11.52 11.68 11.74 12.06 14.31 
Spe 11.59 12.16 12.29 12.37 12.72 15.13 

End D—(At 65) 

Year 20 30 35 40 45 55 
est 4.15 4.79 5.36 5.82 6.23 8.54 
Bevees 4.50 5.34 5.94 6.47 7.00 10.17 
3 4.90 5.94 6.58 7.17 7.82 11.99 
Sacwts 5.35 6.55 7.25 7.90 8.72 14.05 
eee 5.78 7.20 7.93 8.66 9.71 16.33 
ee 5.96 7.48 8.22 9.00 10.25 17.89 
Beaede 6.16 7.72 8.51 9.37 10.82 19.55 
8 6.36 7.99 8.79 9.74 11.42 21.26 
Dicwoe 6.57 8.27 9.09 10.14 12.06 23.08 

a 6.83 8.52 9.38 10.56 12.72 24.95 


Mutual Life of Canada 


While the earnings of the Mutual Life 
of Waterloo, Ont., will permit the com- 
pany to pay the same dividends in 1932 
as in 1931, the usual annual increase will 
not be paid in 1932. 


Provident Mutual Life 


In commenting on the experience of 
the Provident Mutual as to income dis- 
ability, President Linton in his report 
states that it has lost no money in the 
venture and the department has been 
self-supporting. It introduced this fea- 
ture in its policies in 1922. In its revi- 
sion it has not changed its rates nor its 
provisions. It will not issue any income 
disability to women. It has reduced the 
age of entry from 55 to 50. It will not 
put the clause on old policies. On its 
term policies it gives a maximum in- 
come of $100 a month instead of $250 on 
other types of policies. 


J. B. Bullock, Ottumwa, Ia., with 
the Equitable Life of New York as dis- 
trict manager, has been transferred to 
Sioux City as district manager. C, M. 
Maxwell, formerly of Stuart, Ia., will 
succeed Mr. Bullock as district manager 
at Ottumwa. 
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Standish Is Managers’ Head 


Sun Life Man Elected President of Los 
Angeles Club for Six 
Months Term 

H. S. Standish, agency manager of 
the Sun Life of Canada at Los Angeles, 
was elected president of the Life Man- 





H. 8S. STANDISH 


agers Club of Los Angeles for the en- 
suing six months at a luncheon-meeting 
last week, succeeding Sam McCurdy, 
agency director of the Sunset Branch 
of the New York Life. Mr. Standish 
has been vice-president of the club the 





past six months. James P. Harker, su- 


perintendent of the Metropolitan Life, 
was elected vicepresident. 

In a discussion of the character of 
club programs it was unanimously de- 
cided to continue the meetings on basis 
of promotion of good fellowship among 
members and consideration of agency 
problems in an effort to promote the 
best interests of the business. 


Double Indemnity Case Up 


Washington Supreme Court Construed 
Provision Where the Policyholder 
Was Shot by Drunkard 








A decision involving double indemnity 
has been rendered by the Washington 
Supreme court in McGregor vs. New 
World Life. McGregor owned some 
land. Johnson had been employed as 
foreman. Clancey and Ludwig came to 
the ranch house with a gallon of 
whiskey. They were strangers to Mc- 
Gregor but he invited them in the 
house. For three or four hours they 
drank the liquor and talked. McGregor’s 
stepson on _ returning from _ school 
entered the house. At this time Mc- 
Gregor, Clancey and Ludwig were 
quarreling. The boy went out of the 
house and at this time Johnson drove 
up in his machine. The boy related 
what was going on and suggested that 
he go in and quiet the three. Johnson 
entered the house through the kitchen 
door and as he did so he met McGregor, 
who had come from the living room 
with a wound on his head. McGregor 
told Johnson not to go to the living 
room as the men were armed. Johnson 
went to the door of the living room and 
as he was entering Ludwig fired three 
shots at him, resulting in his death. 

The question is whether Johnson’s 
death was accidental within the mean- 
ing of the policy. The court holds 
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that the fact that Johnson voluntarily 
entered the living room and that the 
shooting was the intended act of Lud- 
wig does not prevent the death from 
accidental means unless (1) Johnson by 
misconduct invited the act of Ludwig; 
(2) he voluntarily and knowingly 
entered into danger; or (3) the act of 
Ludwig was reasonably to be anticipated 
by him. Even though Johnson knew 
that Clancey and Ludwig were intoxi- 
cated, that they were armed, and they 
had been in a fight, he had no reason- 
able ground to believe that if he entered 
the room, a total stranger to them, 
without doing anything to provoke 
trouble, he would be shot. Judgment 
for the plaintiff is affirmed. 


Oregon Mutual Officials Active 


During the past month the official 
family of the Oregon Mutual Life of 
Portland has been energetically and en- 
thusiastically engaged in a series of sales 
conferences. Portland, Los Angeles, 
Boise, Seattle and Salem were visited 
by W. C. Schuppel, executive vice-presi- 
dent; W. P. Stalnaker, treasurer; R. R. 
Brown, secretary; J. S. Williams, assist- 


Hollebaugh, agency secretary. 


Form Union States Agents’ Club 


PORTLAND, ORE., Feb. 4.—Agents 
of the Union States Life perfected or- 
ganization of an agents’ club at a lunch- 
eon here. Officers will later be elected 
and a constitution adopted for the group 
of more than 80. Purposes of the club, 
as set out by C. E. Chenery, chairman, 
will include establishing a retirement 
fund for agents. 

W. E. Hibbard, president of the Union 
States, and F. F. McGinnis, general 
agency supervisor, have been made hon- 
orary officers of the club. 





To Arrange for Big Meeting 


SAN FRANCISCO, Feb. 4.—A meet- 
ing of the General Agents & Managers 
Association was held this week to dis- 
cuss plans for the National Association 
of Life Underwriters convention to be 
held here Aug. 15-19. Otto L. Zeus of 
the Travelers is general chairman in 
charge of the national convention activi- 
ties. 
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Canadian Sales Congress Held 


Finance Minister Rhodes Compares Life 
Insurance with Lighthouse— 
Bragg Gives Talk 


At the sales congress of the Life Un- 
derwriters Association of Canada in 
Ottawa, E. N. Rhodes, Canadian minis- 
ter of finance, welcomed the visitors. 
He said that he knew of no other busi- 
ness which has shown greater stability 
during the past two years than life in- 
surance, which reminds him of a light- 
house in the sea of depression. 

Paul E. Orr and Director James E. 
Bragg of the New York University life 
insurance school spoke. “The average 
man does not realize how inadequate his 
estate really is,” said Mr. Orr. “If he 
were to figure on his dependents requir- 
ing 50 percent of his present income 
and were to work out how much capital 
invested at 5 percent would be required 
to yield that income, he would find a 
greater need for life insurance.” 

Life insurance men can become true 
counsellors by availing themselves of 
educational facilities, said Mr. Bragg. 
“There is no argument against life in- 
surance and no substitute for it if it is 
needed.” 

The value of professional standing in 
any business was brought out by W. J. 
Dunlop, University of Toronto. R. 
George McCuish, Vancouver, newly 
elected president of the Canadian asso- 
ciation, impressed the agents with their 
responsibility to their colleagues, their 
companies and the public. He said it 
was suicidal to talk against one’s rivals. 

Superintendent Finlayson reviewed the 
annual figures of Canadian companies. 
He said that 25 percent of their invest- 
ments were Dominion bonds, compared 
to less than 1 percent in 1929. The Ca- 
nadian life companies loaned their pol- 
icyholders $107,000,000 in 1931. 

x * x 

San Francisco—Fifteen of the leading 
general agents and managers met as the 
guests of A. S. Holman, manager of the 
Travelers and vice-president of the Na- 
tional Association of Life Underwriters, 
who is in charge of plans for the annual 
leading producers’ dinner of the San 
Francisco association which is to be held 
Feb. 8 R. B. Hull, managing director 
of the National association, is to be the 
principal speaker. 

x * x . 

Montgomery, Ala.——Under the auspices 
of the Montgomery association, Superin- 
tendent Greer talked over the radio last 
week on “Life Insurance as an Invest- 
ment.” He dwelt chiefly on the safety 
angle and stressed the high integrity of 
the officers of life companies. “Life in- 
surance as a financial institution has 


pestilence and war for almost half a 
century,” he Said “It affords the safest, 
wisest and most practical program of 
investment for the great majority of 
people.” 


ck 

Mobile, Ala.—R. B. Hull, managing 
director National association, addressec 
a large audience of Mobile business men 
and life underwriters on “The Road 
Back to Security—the American Plan.” 
The meeting was followed by a luncheon 
in his honor, attended by agents from 
this city and the gulf coast. Joe Mont- 
sKomery, president Mobile association, 
presided and introduced speakers. 

Spokane, Wash.—Life insurance is not 

die-to-win proposition, W. H. Talley, 
New York Life, president of the Spokane 
association, told members of the associ- 
ation and their guests, pointing out that 
last year living policyholders received 
nearly twice as much as beneficiaries. 

Dr. G. F. Cadisch, director of the 
school of business administration, Wash- 
ington State College, Pullman, spoke on 
life insurance as an investment. H. F. 
Chapin, Aetna Life, gave some “Life In- 
surance Tips” and Percy Cochran, 
Mutual Life of New York, discussed the 
Significance of Life Insurance Day. 
“Why a Member of the Life Under- 
writers” was the topic of M. C. Adam- 
son, Northern Life. 

oS ok * 

St. Paul.—At last week's meeting of 
the St. Paul association Reid Hartsig, 
assistant supervisor of agencies of the 
Travelers, spoke on “The Modern View- 
point of Life Insurance.” 

*x* * * 

Nashville—Elbert Storer, president Na- 
tional Association of Life Underwriters, 
addressed the Nashville association, the 
meeting being the largest in its history. 
He was introduced by G. C. Wood, gen- 
eral agent Bankers Life, who presented 
a scroll which carried the membership 
of the Nashville association. Nashville 
has already exceeded its membership 
marks for the last two years. 

J. I. Reece, insurance commissioner; 
T. E. Miles deputy commissioner, and A. 
S. Caldwell, former commissioner, were 
guests. 

* ok * 

Marshalltown, la.—Mrs. W.S. Pritchard, 
head of the department of the American 
home of the National association, ad- 
dressed 75 club women in Marshalltown 
on the function of life insurance in the 
home. The address was sponsored by 
the Marshalltown association 

ts ok * 
Waterloo, Ia.—Approximately $250,000 
of life insurance was sold in Waterloo 
by members of the Waterloo association 
in a special drive in observance of Life 
Insurance Day. 
*x* * * 

Southwest Texas—At the last meeting 
of the Southwest Texas association in 
San Antonio, R. B. Hull, managing di- 
rector National association, was the 
chief speaker. 

A number of bankers and out-of-town 
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PRESENTING 
A NEW 


RETIREMENT INCOME BOND 


Deferred Monthly Income 
Cash Values 
Death Benefits 


Participation in Surplus 


Privilege of Conversion to 


Income at Earlier Age 


The Mutual Benefit Life Insurance Company 
Newark, New Jersey 
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General Agent Contracts 
available for 
General Insurance Firms 
in 
Ohio, Michigan and Indiana 


Write for Information 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


‘111 North Broad Street 
Philadelphia, Pa. 























Weathered the storms of depression and 


underwriters were present together with 


TRIPLE IN DEMNITY LIFE INSURANCE 
NON-CANCELLABLE 
Weekly Accident Coverage 
combined in ONE contract for ONE Premium 


Agencies available in Conn., Del, D. C., Md.; Mass., Mich. Mo. N. H., 
N. J., N. C., Ohio, Penna., R. L, S.C. and Vt. 
Inquire , 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 


United Life Building Concord, New Hampshire 
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ACTUARIES 














CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 








ILLINOIS 





DONALD F. CAMPBELL 
CONSULTING ACTUARY 
160 N. La Salle St. 
Telephone State 7398 
CHICAGO, ILL. 








L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 








J. Charles Seitz, F.A.I. A. | 
~——_~' ACTUAR 
= , ay ae _* e Lift 


Sie... mayan 
Pensions 


228 Werth La Salle Street 


Phone Frankiia 6550 Chleege 








INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 













HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 





ALEXANDER C. GOOD 
Consulting Aauary 





NEW YORK 


MILES M. DAWSON & SON 


CONSULFING ACTUARIES 
/500 Fifth Avenue New York City 








you 4“ will 
finda 
wealth of 
suggestions 
in J. B. Sack- 
ett’s A. B. C. 
of Disability 
Insurance. 
125 pages. 
Price $1. 


Order from 
The National 
Underwrit 


er 
17s W. Jack- 
son Bivd., 

















officers of the fifth district of the Fed- 
eration of Women's Clubs, including 
Mrs. Alex Adams, president; Mrs. Roscoe 
Houser, chairman American home divi- 
sion, and Mrs. W. W. McCrory, chairman 
insurance division. 

*x* * * 

Cedar Rapids, Ia.—Elbert Storer, In- 
dianapolis, president of the National as- 
sociation, spoke before the Cedar Rapids 
association on “Life Insurance as Prop- 
erty.” 

* * * 

Northern New Jersey—Frank L. Jones, 
vice-president Equitable Life of New 
York, will be the speaker at the meeting 
of the Northern New Jersey association 
in Newark, Feb. 8. 

*x* * * 

North Dakota—J. W. H. Fisher, Fargo, 
was elected president of the North Da- 
kota association at the annual meeting 
in Fargo. Sam Bright, Fargo, is the new 
vice-president. R. A. Trubey, Fargo, was 
reelected secretary-treasurer. 

W. Manning, assistant general man- 





ager of the Great-West Life of Winni- 
peg, formerly superintendent of agencies 
for the Home Life of New York, dis- 
cussed “The Changed Attitude on the 
Part of the Public Toward Life Insur- 
ance.” 

*x* * * 

Tampa, Fla.—The Tampa association 
has taken the lead in Florida in the es- 
tablishment of study courses leading to 
the Cc. L. U. examinations. A three 
months’ class of more than 20 was or- 
ganized by the general extension division 
of the University of Florida. 

e. 2 

Buffalo, N. ¥.—The Buffalo association 
will welcome Theodore M. Riehle, third 
vice-president National association, at a 
dinner Feb. 26. 

es. 2 

Los Angeles—Roger B. Hull, managing 
director National association, was guest 
speaker at the Los Angeles association's 
banquet Tuesday night. J. H. Jefferies, 
agency secretary Penn Mutual Life, was 
also a guest. 








Storer Offers New Presentation 
of Life Insurance As Property 








More than 300 members of the Life 
Underwriters Association of Kansas 
City, Mo., and their wives heard Elbert 


Storer, National association president, 
talk on “Taking the Mystery Out of 
Life Insurance.” Mr. Storer’s thesis 


was that life insurance is property, just 
as real estate or bonds, but that with 
life insurance, in addition to the good 
real estate and good bonds, goes ex- 
pert management. 


Life Insurance Designed 
to Replace Earned Income 


“Inasmuch as life insurance is de- 
signed to replace earned | income, all 
property is life insurance,” Mr. Storer 
said. “No matter what pM ot a man 
has in accumulating property, he will 
sacrifice the last of it for income to pro- 
vide food, clothing and shelter for him- 
self or his family. In other words, all 
property has value only as it produces 
income. 

“There are three sources of income: 
Personal income, income from property, 
and charity. In the last no real man or 
woman is interested. Consequently, 
whatever a man may buy life insurance 
for, it is property because it produces 
income that fulfills some human need.” 


Problem of Presentation 
to Bring Idea Home 


The problem becomes one of making 
the prospect realize this. It is a prob- 
lem of presentation. To most agents 
and to the public, life insurance is more 
of an idea than a fact. Underwriters get 
up to the point of “property,” and then 
stop. After a man has all “the life in- 
surance he needs,” he will go out and 
buy more real estate, more bonds—more 


‘property. And yet life insurance is the 


finest kind of property. 

Life insurance has been sold as a way 
of saving, as a means of thrift. Men 
will cash in on their life insurance poli- 
cies to buy a good piece of real estate. 
In other words, they are swapping dol- 
lars; and when they exchange life in- 





surance for real estate and bonds, they 
are losing the important management 
factor. 


Companies Sell Income 
From Invested Reserves 


Life insurance reserves bglong to pol- 
icyholders, and the law requires that re- 
serves must be invested in a certain class 
of property. All life companies do is 
sell income from this property. They 
sell policyholders Class A bonds, or 
mortgages, or real estate, plus the guar- 
anty that if the policyholder’s earnings 
cease the company will finish paying 
for such property. When the individual 
goes out to buy bonds he pays cash, 
or if he does pay on the installment 
plan, he has no assurance that the bonds 
will ever be his. 

Life insurance companies have applied 
the law of mortality and the law of 
compound interest to property to en- 
able them to complete payments for 
men who are unable to complete them. 
Individuals can not do this. If they 
buy independently they have to man- 
age the property, and the management 
of property is a science and demands 
a great deal of experience. If they buy 
the best bonds, they probably have some 
of the same issues as the life company. 
But whereas the company is equipped 
to continually investigate the soundness 
of the bonds and property it has, the 
individual is not, Management repre- 
sents all the difference. 


Reduce Prospect’s Economic 
Problem to Simple Formula 


Approaching the problem of life in- 
surance selling with these factors in 
mind, the underwriter can reduce any 
prospect’s economic problem to a sim- 
ple formula—that he must build up 
property out of earned income in order 
to produce income when he no longer 
has an earned income. Selling on this 
plan would do away with a great num- 
ber of present day conservation prob- 
lems. 





Live Prospects Worth While 








“What classes of prospects constitute 
a fertile and worthwhile source of busi- 
ness for the life insurance man of to- 
day?” The Little Rock, Ark., office of 
the Lincoln National Life under Gen- 
eral Agent N. B. Weese has worked out 
a usable answer to this question in the 
form of a prospecting outline. The men 
of this agency are following it to good 
advantage. 

Prospects are split into five groups: 
(1) School teachers; (2) government 
employes; (3) professional men; (4) 
office managers and junior executives; 
(5) public utility employes and better 
paid workmen. 

The outline is worked by getting in 





touch with one man in one of the 
classes and applying the endless-chain 
method within the group. By follow- 
ing the outline, the salesman is sure to 
be kept working among a class of pros- 
pects who are able to buy. The plan is 
producing results. 





Provident Mutual Mortality Ratio 


The Provident Mutual mortality ratio 
last year was 54.5 percent as compared 
with 57.8 percent in 1930 and 54.1 per- 
cent in 1929. President Linton says that 
the heavier mortality experienced by 
companies generally in recent years 
among policyholders carrying ordinary 


insurance has been in marked contrast 
to the trend of mortality among the pop- 
ulation as a whole. The latter mortality 
was low, both in 1930 and 1931. The in- 
surance experience shows the death 
losses on account of automobile acci- 
dents, other accidents, suicide and can- 
cer are substantially above the average. 


Young on Ohio State Board 


Hector Young, an attorney of Marion, 
O., has been elected a director of the 
Ohio State Life. He is a son of the 
late Judge Boston G. Young, who was 
one of the organizers of the company 
more than 25 years ago and a member 
of its original board of directors. 





GENERAL AGENCY WANTED 


By established successful Life and Accident 
office at Kansas City now under agency 
contract. Past record shows excellent re- 
sults in production and agency development. 


Address U-91, The National Underwriter 














$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


If you reside in Ohio, Illinois, Indiana, 
Kentucky, Louisiana, Pennsylvania, Tennes- 
see, West Virginia or the District of 
Columbia. 

This is one of many unique contracts 

issued by 


Write for Sample and Particulars 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 








WRITE 


MORE 
ACCIDENT 
and 


HEALTH 
BUSINESS 


The Accident and 
Health Review tells 
you how. 


Send coupon today 


The Accident & Health Review 
Al946 Insurance Exchange 
Chicago, Ill‘nois 


Send me The Accident & Heaith Re- 
view for one year at $2. 





CO) Here's my check. O Send bill. 
SE a reid dauaee sen eds Bae 
RE RR Se SIR ap a Py tee te- 
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Voting Trust for 
the Union Central 


(CONTINUED FROM PAGE 5) 
from non-participating business and in 
no case, the by-law provides, can more 
than 10 percent be paid. 

The company is wholly participating 
except for about eight million dollars 
of old non-participating business still 
on the books. In 1910 the company 
chose to go on the participating plan in 
entering New York and thus became 
wholly a participating company. Under 
the by-law referred to policyholders ac- 
quired legal rights in the matter of 
stockholders’ dividends so that no in- 
crease in the rate of dividend can be 
made except out of non-participating 
surplus which now stands at $904,089, 
having increased $104,000 during the 
past year. 

The following is the personnel of the 
voting trust, which is to last for seven 
years: W. C. Procter, president Procter 
& Gamble Company; G. D. Crabbs, 
president Philips Carey Manufacturing 
Company; F. A. Geier, president Cin- 
cinnati Milling Machine Company; John 
Omwake, chairman United States Play- 
ing Card Company, and Charles Sawyer, 
attorney. None of these men has any 
financial interest in the company. They 
are leaders in civic and business af- 
fairs. They will have control of some 
80 or 85 percent of the stock and it is 
believed that this control will absolutely 
stabilize the company’s management. 

The company’s statement is excep- 
tionally good. Surplus is increased by 
$3,504,004, while expenses were $605,770 
less than in 1930. The company’s liquid 
position is also much stronger than a 
year ago when it had some seven or 
eight million dollars of committments 
to local banks throughout the country 
under its plan of “dated” loans; that is, 
in order to keep its money drawing in- 
terest all the time its plan has been to 
make loans somewhat ahead of its ac- 
tual cash, borrowing from local banks. 
This “dated loan” account has now been 
practically wiped out. In addition, the 
company has in excess of $800,000 more 
liquid assets in the form of govern- 
ment bonds, etc. than it had a year ago. 

The company disbursed to policy- 
holders and beneficiaries during the year 
$44,102,378, against $40,400,000 in 1930. 
While the assets increased $12,697,973 
during the year to $335,395,806 the mort- 
gage loans were reduced from $183,800,- 
000 to $175,505,685. 


Farm Mortgage Valuation 


The company has adopted a most con- 
servative method of valuation of its farm 
mortgages. It has made a reappraisal 
on the basis of present values of its farm 
mortgages, especially of those which 
have been foreclosed or farms which 
have been resold, the valuation being 
either the amount of the mortgage or 
that of the appraisal, whichever is lower. 

The new business totaled $138,594,125, 
a decrease from the previous year of 
about $34,500,000, and its insurance in 
force decreased about $30,000,000. 
However, President Cox has under way 
plans for a larger writing of new busi- 
ness which will no doubt result in a 
material increase of business written. 
The Union Central now has in force 
$1,593,785,506. 

Mr. Cox believes that the company 
has now passed through the worst of 





the depression period and that condi- | 
tions all along the line will from now on | 
show a steady improvement. 


Surplus Materially Increased 


The Union Central statement shows 
farm loans of $138,920,010. Its real es- 
tate item which includes the home of- 
fice building but which is largely made 
up of farms owned increased during the 
year from $21,572,699 to $28,718,409 and 
the real estate sold on contract de- 
creased from $14,746,574 to $12,591,200. 
Under this latter item in the liabilities 
is set up a “contingency reserve for 
sales contracts” of $3,021,563. The item 
of “Other Assets, including interest and 
rents due and accrued,” increased from 
$12,755,682 to $14,384,811. The item of 
“Annuities, disability benefits, surrender 
values and other payments” increased 
from $12,172,259 to $16,530,350. The 
company’s statement shows a surplus in- 
cluding capital stock and the item of 
contingency reserve for sales contracts 
of $20,449,570, an increase of about $3,- 
500,000 from the previous year. The 
death payments, less reinsurance, were 
$13,862,541 and the matured endowments 
$2,479,953. Policy proceeds left with 
company at interest total $23,717,431. 





New York Life Agent 
Wants Full Time Men 





Adolf F. Meisner of Chicago, who has 
been an agent of the New York Life 
since Sept. 8, 1919, states that he will 
stick to the business as long as he lives. 
He occasionally gets out a bulletin of 
information to his policyholders. He 
tells them in a recent communication 
that the great growth of life insurance 
would have been impossible were it not 
for the conscientious, untiring efforts of 
the legitimate life insurance agents who 
give all their time to that line. Mr. 
Meisner says that these agents recog- 
nize the necessity of freeing themselves 
from all other economic activities. 


Have Developed Insurance 


These agents, he said, have nursed, 
sustained and promoted the cause of 
life insurance and were for a long time 
the only authorized points of contact 
between the companies and the agents. 
The full time men, he said, are the only 
ones entitled to confidence and respect 
from the insuring public. Mr. Meisner 
believes that the companies should re- 
frain from accepting business from per- 
sons who are not giving their whole 
time to life insurance. He says that 
it is high time that clerks, mechanics 
and those in various lines of business 
that have nothing in common with life 
insurance who occasionally take an’ ap- 
plication, grab the commission and 
spread erroneous knowledge, should be 
outlawed. They are not competent, he 
said, to adapt the life insurance con- 
tract to the needs of the assured. Banks 
and newspapers, he contends, have no 
business to encroach on the legitimate 
field of the whole time life agent. Life 
insurance as sold over the counter, he 
said, will never be satisfactory. He 
urges his friends when they need life 
insurance to deal with a whole time life 
agent who knows his business. 


Chartered Life Underwriter books sold 
by The National Underwriter. 








scratch. Good organizer and executive. 
University graduate. 


held force. Large personal producer. 


123 William St. 





AVAILABLE 
MANAGER OR GENERAL AGENT 


with a 
PROGRESSIVE LIFE INSURANCE COMPANY 


Seven years with a leading eastern company. Built a $2,000,000 organization from 
Aggressive, energetic and leader of men. 
Thorough knowledge of agency building and managerial 
problems. Varied experience in procuring and training new agents and supervising 
Highest references. 

wider field with real opportunity for growth and development. 
ferred, but will consider an attractive proposition elsewhere. 


ADDRESS BOX U-82 
THE NATIONAL UNDERWRITER 


Now interested in 
New York pre- 


New York City 

















Keep Faith 


The primary function of life insurance is 
to compensate a beneficiary for financial 
loss sustained at the death of the insured. 
This should be the foundation upon which 
every new sale rests, and, equally important 
in the midst of today’s hysteria, it should be 
the argument used to discourage the mort- 
gaging of protection already established. 


An insured’s FIRST OBLIGATION is to 
those who are dependent upon him, for it is 
undeniably true that death releases the father 
but binds. the family. Underwriters who 
formed the short-sighted habit of selling 
cash values as a line of least resistance in 
getting business are today finding their tac- 
tics a boomerang in the shape of vanishing 
renewal income. This is the outcome of 
policy loans and the lapses which they in- 
evitably engender. 


When life insurance is again restored to its 
rightful place in the mind of the salesman, 
he will picture and sell it as protection 
against the ravages of life's SUPREME 
EMERGENCIES—OLD AGE AND PRE- 
MATURE DEATH—rather than as a mere 
instrument to satisfy the demands of tem- 
porary embarrassment. 





AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
Indianapolis 











THE FORMULA OF SUCCESS 


T= INSURANCE can be explained in plain, everyday language. 
The facts can be simply stated. People need to be told about life 
insurance by one who knows life insurance and its odeptabitt Sales- 
men of integrity, ability and courage will work systematicall and plainly otate 
the facts of life insurance service will be Masters of their craft ond ensue 


Tas Mourvat Lirs or New York, with its long history of increasing success, offere 
opportunity. It writes Annuities and all Standard forms of life insurance. Depble 


Indemnity Benefits. It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders. 


Those —-r 
service and personal 


The Mutual Life Insurance Company 


of New York 


engaging in life insurance field work as a career of broad 
ement are invited to apply to 


New York, N. Y. 


GEORGE K. SARGENT 
Vice-President and 
Manager of Agencies 


34 Nassau Street 
DAVID F. HOUSTON 


The 


900 


MILLION 


mark 
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The Lincoln National Life Insurance 
Company Fort Wayne. Indiana. 




















30 


They’re Ready .... 








One of the twelve attractive pictures from the 1933 Life Insurance 
Calenders. The pictures are 8!/4x7%/ inches in size—larger than 


ever before. 


wD 


Outstanding Features of 
The New 1933 Calendar 


The National Underwriter Life Insurance 
Calendar has 12 sheets—a new sheet for 
every month. Twelve Calendars for the price 
of one. 


THE NATIONAL UNDERWRITER 


February 5, 1932 











You Can Get Your Sample of 


The New National Underwriter 
1933 Insurance Calendars 


HE new 1933 National Underwriter 
| ti Insurance Calendar for you to 

distribute to your clients and pros- 
pects is ready! It is a beautiful job. Every 
one who has seen it is very enthusiastic 
about it. The pictures are larger and more 
attractive! People will be eager to get 
these calendars so they can hang them on 
their walls. 


Your name and advertisement will ap- 
pear at the top of every sheet in a prom- 
inent position where they will be seen by 
all eyes every day in the year. 


Actually Sell Insurance 


The Nationa! Underwriter calendar is not 
an ordinary calendar, but an insurance 
calendar. It is no more expensive than 
other calendars, but is more effective ad- 
vertising for you, because it not only keeps 
your name and advertisement before your 
clientele, but actually sells insurance 
through the 12 insurance pictures and 
sales captions. 


Essentially Practical 


The calendar is not only attractive but 
essentially practical. The numerals are 
large and visible at a distance. The 








can get your name and advertisement on 
your prospect's wall for a whole year. 


The prices for National Underwriter 
calendar show that this type of advertising 
is the most effective and economical that 
you can use. If you wish to mail out your 
calendars we can furnish them to you 
already inserted in pull-string wrappers 
along with a package of addressing labels. 
It only costs you 3 cents postage to mail 
each calendar. 


You Can Save 10 Percent 


The calendar business is distinctly sea- 
sonal and in order to get early orders and 
to avoid a last minute rush, we are going 
to allow a discount of 10 percent on all 
orders received before March 31. The 
saving is a substantial one. 


It will pay you to order your calendars 
right away. In the first place, it will guar- 
antee you the exclusive franchise for the 
use of National Underwriter calendars in 
your city if you meet our requirements. I+ 
will also enable you to save 10 percent on 
your calendar advertising for 1933. 


Write for Sample Today! 


National Underwriter calendars offer you 


2. A different picture and sales caption appear months before and after the current one a wonderful opportunity for advertising 
on each monthly sheet. are given on each sheet as well as the your business and you should take advan- 
moon changes. People want practical tage of it today. Mail in the coupon for 
3. The pictures are large and attractive—One calendars but they also want good looking complete information and prices right 
third larger than pictures used in previous calendars. The National Underwriter calen- away. If you wish a complete sample send 
Neattnst Maahataiiter-edbeniier dar combines these two factors so that you 10 cents in stamps. Do it today! 
4. Your name and advertisement is printed at MAIL COUPON TODAY! 
the top of every monthly sheet, where they pi eee CD ere: 
The National Underwriter Co., 
are seen by all eyes. Al946 heasae er tng ites, Hl. 
Gentlemen: 
5. Printed in two colors: blue and green. S d Please send me full particulars about The National Underwriter's 
en 1933 Insurance Calendar and tell me how | can secure an exclusive 





. ; franchise in my city. 
6. Special discount on early orders. 
() Enclosed is 10c in stamps for sample calendar. 


10 cents for 


7. Exclusive franchises granted in cities of less 
than 100,000. 


a sample 


8. Calendars are the most effective and eco- 
nomical form of advertising an insurance man 
can use. They keep your name and advertise- 
ment before your public at a minimum cost. 
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How much in premium amount? Whose birthday it is today? 
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similar policy the next year. However, 
he does not have the outlook or the 
financial prospects of the other man, the 
lawyer, and I dare say I have spent 
nearly as much time on his $2,000 of in- 
surance, both in selling it and keeping 
it on the books as I have on the policy- 
holder I have sold five times for a total 
of $14,000. This case should illustrate 
the value of picking your prospective 
policyholders carefully, if you are to sell 
them again. 

I think the installment methods of 
settlement are excellent approaches for 
additional insurance. Suppose your man 
has a $10,000 policy payable in cash 
to his wife and he regards himself as 
carrying a lot of insurance. At 5 per- 
cent interest $10,000 will pay an income 
of $75 monthly for 191 months, or pay 
out a total of $14,325. If he will make 
the small additional saving necessary to 
own an additional $5,000 contract, his 
total insurance of $15,000 will pay $75 
a month for 410 months, assuming 5 per- 
cent interest compounded annually is 
earned on the balance in the fund. The 
payments for 410 months amount to 
$30,750, or just $16.425 more is paid to the 
beneficiary as a direct result of adding a 
$5,000 policy. If the interest rate paid 
by your company is a different figure, 
the results will be slightly different, but 
the idea still applies and the results will 
be wonderful. The chances are your 
policyholders will thank you for telling 
them about this privilege they have of 
using the income settlement options 
without cost. 


Reorder Because of 
Confidence in Salesman 


Before leaving this subject, let me say 
that policyholders buy the second time 
because they have confidence in you and 
your company, as well as have a need 
that will be satisfied by life insurance. 
Keep abreast of the times—do not neg- 
lect studying and trying to improve 
yourself in order to continue to merit 
their confidence. Regardless of what 
company your prospect is insured in, sell 
him again on the value of that policy; do 
not do anything that will lessen his 
faith in the institution of life insurance, 
and you will find it easier to sell him 
a second policy because you helped to 
confirm his judgment as good when he 
bought his first policy. 

Most men have a “big idea” in life— 
they hope to accomplish big things for 
themselves and their families. Show 
them how the possession of an adequate 
amount of life insurance property will 
guarantee these plans for themselves 
and their families. Give them a big 
vision, and enlarge their imagination 
and vision by setting forth worthwhile 
goals in their insurance program. 

If you will try to pick out for your 
policyholders men whose incomes are 
likely to increase in the future, who 
have insurance needs to be satisfied 
(and what man does not), then keep in 
touch with them and serve them just as 
faithfully after the sale as you worked 
to sell them at first, your policyholders 
will be your boosters and your best pros- 
pects for new insurance. 

The subject “Why Old Policies with 
Loans Should Not Be Replaced with 
New Insurance,” is likely to be a popular 
one for several years, as more loans are 
outstanding on the security of life in- 
surance contracts than ever before. Of 
course, the reason why old policies with 
loans should not be replaced is that it 
is against a policyholder’s best interest 
to do so. The arguments to the contrary 
generally rest on two assumptions which 
are false, as we shall see. 

The policyholder who buys a new con- 
tract to replace an old.one starts in 
again to pay the expense of writing that 
policy—the agent’s commission, the ex- 
pense of the medical examination and 
confidential report, and all the other ac- 
quisition costs. These costs have al- 
ready been paid on his old contract, so 
he is duplicating his expenses; and a man 
can’t make any money doing that. The 


cash and loan values under an older 
policy generally 


increase faster than 





under a younger contract, and in addition, 
any restrictions or contestible periods 
have been eliminated. Furthermore, the 
dividends, if the policy is participating, 
are higher under an older policy—and 
all of these advantages are sacrificed by 
the man who surrenders an old contract. 

The fact is generally overlooked that 
making of a policy loan is an entirely 
different transaction from insurance, and 
the cost of the loan has no connection 
with the cost of the insurance protec- 
tion. A life insurance policy having a 
definite cash value is a piece of tangible 
property. The owner can sell it at any 
time for its cash value. Since this fact 
makes it excellent security for a loan, 
why should such a good piece of prop- 
erty be sacrificed and sold as soon as 
it is put up as security? 

Suppose you have two policyholders, 
the same age, each with a $10,000 policy 
and a $5,000 home clear of indebtedness. 
Each needs to secure $1,000 cash. The 
first man borrows it from his life insur- 
ance company at 6 percent interest, the 
second man borrows it by placing a $1,000 
mortgage at 6 percent interest against his 
house. In either case, each man’s net 
worth is the same after the transactions 
are completed, assuming the value of 
any other property is equal. If the first 
man with a loan against his insurance 
policy should find it to his best interest 
to cancel his policy to pay off the loan, 
why should not the second man likewise 
cancel his policy to pay off his indebted- 
ness? He owes the same amount of 
money at the same rate of interest— 
surely it does not make any difference 
who is the lender of the money. 

Let us borrow an illustration used by 
Joseph B. Maclean, associated actuary 
Mutual Life of New York: Let us as- 
sume that instead of borrowing the 
money through a mortgage against his 
home, the second policyholder borrows 
the money from a bank. The premium 
on each policy we assume to be $300, 
and the interest on each loan $60. Each 
pays a total sum of $360 dividend in the 





same way and for the same purpose, al- 
though it is paid to different people. If 
one policyholder will improve his finan- 
cial position by surrendering his $10,000 
policy, the same must be true for the 
second policyholder, who would doubt- 
less think it a very foolish argument to 
surrender his life insurance because of 
his bank loan. The usual policy loan 
argument leads to the conclusion that 
any person whose life is insured and 
who secures a loan from any person 
whatsoever should at once cash out his 
life insurance policy to pay off the loan 
and take out a new policy for the differ- 
ence. I know you will agree that such 
a line of reasoning is absurd. 

The mistake in the whole situation lies 
in trying to connect two things that 
have no relation to each other. Two 
familiar statements have arisen from this 
mistaken reasoning: (1) That the cost 
of the insurance is increased by the in- 
terest on the loan secured by the policy, 
and we have seen this idea is false. (2) 
That the amount of insurance protec- 
tion is reduced by such a loan. As you 
know, the amount of insurance protec- 
tion is the difference between the re- 
serve or cash value and the face of the 
policy. As the amount of the loan is 
never more than the cash value of the 
policy, it never affects the amount of 
insurance protection furnished; so we 
see that this last idea is false, too. 

If you encourage the idea of replacing 
old policies with loans by new insur- 
ance, you are tearing down the very 
thing you are attempting to build. That 
is, the creation of reserves for the use of 
the policyholder in old age, and the crea- 
tion of an estate for his family that is 
above all chance and risk. Instead of 
suggesting lapsation, urge repayment of 
the loan. It may be necessary to sell 
him again on the original purpose he had 
in buying the insurance, but do not let 
your policyholder get the point of view 
that a policy loan need not be repaid 
when his natural point of view is that 
a loan of any kind must be repaid. 








Find New Uses During Depression 








Many agents have had to adjust their 
selling methods in the depression period. 
The enforced intensive study of the sit- 
uation, analysis of the best forms to use 
and how to present them most effec- 
tively, have developed some new meth- 
ods of presenting old forms. 

Most agencies have experienced de- 
cided increases in the sale of all income 
forms, with a corresponding rise in the 
average premium. In some cases this 
rise has been unusually large, showing 
that the public is turning more and more 
to life insurance as an investment. 


Uses Family Income to 
Protect Man’s Securities 


E. B. Thurman, general agent New 
England Mutual, Chicago, has developed 
an unusual application of the family in- 
come contract which he is using suc- 
cessfully and which offers large possibil- 
ities for other agents. Mr. Thurman is 
capitalizing on the unusually low market 
quotations on most securities by offering 
a way through which holdings need not 
be sacrificed for the wherewithal to live 
in the present. 

He is presenting the benefit of a guar- 
anteed income for a stipulated period of 
years offered by the family income con- 
tract so that securities may be held for 
the inevitable rise in values. He points 
out that even after paying the insurance 
premium a man may in a few years show 
a profit, as against sacrificing $5 or $10 
of future stock or bond values for $1 
present value with which to pay rent 
and buy groceries. 

For this purpose the ten years’ de- 
pendency period policy is perhaps best 
fitted, Mr. Thurman says, for the busi- 
ness cycle runs about seven years and 
the ten-year contract thus would leave 
a little surplus coverage to make sure 
the family is provided for until security 
values are completely restored. 





Mr. Thurman and his agents generally 
are offering life insurance as the easiest 
and the surest way to accumulate money 
as well as to provide protection for fam- 
ily and estate. 

S. T. Whatley, general agent Aetna 
Life in Chicago, and his agents find that 
the argument of thrift embodied in the 
life insurance contract is the best closer 
these days. Mr. Whatley says the peo- 
ple of this country never so greatly have 
appreciated the thrift possibilities in life 
insurance as at present, for their faith 
in many other types of investments has 
been shattered. 

Many annuities are being sold, such 
as straight life, joint and survivorship, 
refund and deferred. Retirement income 
forms with guaranteed monthly pay- 
ments for life, starting at various ages, 
are becoming highly popular. 


Educational Plan Is 
Proving Good Closer 


; J. Owen Stalson, new general agent 
in Chicago for the Home Life of New 
York, says more than ever before he 
and his men are selling life insurance to 
fit a particular need and not, as in the 
past, presenting merely the general idea 
of life insurance. 

_ His agency is pressing sale of educa- 
tional policies, finding this a particularly 
fine entering wedge in the depression 
period. Most men are greatly concerned 
over their family’s future in face of the 
heavy business losses and depreciation 
in values of estates of the past two years 
or more. There are thousands of men 
who are doubtful whether at their death 
there will be enough left to educate their 
children, Mr. Stalson says, and they are 
fertile soil for cultivation along educa- 
tional lines. Mr. Stalson is also selling 
much personal income insurance, stress- 
ing the thought, “Put your money where 
you know it is safe.” 


Tells How Agents 
Can Use Resources 
Normally Dormant 














Prof. S. N. Stevens, college of lib- 
eral arts, McKinlock campus, North- 
western University, Chicago, in his talk 
before the Hobart & ates. general 
agency meeting of the Northwestern 
Mutual Life in Chicago talked largely 
on the reserves deep in the mental, phy- 
sical and spiritual resources of men and 
the opportunities to develop and use 
them. Professor Stevens is a psychol- 
ogist of note and has conducted classes 
of life insurance men to explain the ap- 
plication of mental laws in selling pro- 
cesses. 


Self my! Is a Quality 

That Is Weakening 

He said there is a necessity for ex- 
ercising real sales technique in this day. 
Professor Stevens declared that self pity 
is a very great detriment to the develop- 
ment of one’s powers. It always has a 
weakening effect. Professor Stevens 
said that life insurance is worth selling 
and worth buying. Whenever a man 
buys a policy he is getting his money’s 
worth and much more. Therefore a 
life agent is not only making a living for 
himself but he is carrying a_ great 
benefit to those that he insures. There- 
fore he must try to dominate the intel- 
lect and emotions of the individual so 
that the behavior of the prospect is in 
the control of the salesman. Professor 
Stevens said that an agent must learn 
how to control human variables, both in 
himself and in his prospects. He said 
that he agreed with an eminent psychol- 
ogist who said that people operate usu- 
ally about 30 percent of their total effi- 
ciency. 


Should Take Inventory 
of the Day’s Experiences 


He advised agents to take from 15 to 
30 minutes in the evening and ponder 
over their experiences during the day. 
They should go to some quiet place and 
review the day’s events, the people with 
whom they have come in contact, what 
has been said and done and the many 
incidents. He said that if this be done 
in a short time a person will be able to 
make 50 percent more use of his own 
experiences. An agent, he said, should 
relate his own experiences to others, 
tieing them together. He should aim 
to get at his hidden powers and bring 
them to the surface. The continued use 
of one’s own resources and their refine- 
ment mean the development of one’s 
capacity. Every person, he said, has 
great reserve power. When he starts on 
a gradual, continuous, persistent effort 
on any one line he develops capacity. 


Salesmen Should Know How 
to Direct Their Energy 


Professor Stevens said that there is a 
great turnover in the life insurance sales 
forces and yet he believes that only 3 
percent would fail if all knew how to 
use the equipment they possess. Men 
will succeed, he said, if they continu- 
ously direct their efforts along certain 
lines. It takes fortitude, courage and 
patience to do this. When one begins 
to dream and keaps on dreaming of the 
same thing, naturally he becomes like 
his dream. Professor Stevens said that 
at a time of emergency or crisis, one 
can always go beyond himself. 

He urged agents to have the courage 
of their convictions. In life insurance, 
a salesman is not only making a living 
for himself but a life for others whom 
he serves. He said that it is necessary 
for an agent to make an evangel. He 
must develop emotional enthusiasm. He 
must be fired with the conviction of 
his tasks. He must literally burn in his 
desire to help. Professor Stevens said 
that the far flung effects of the work 
of life insurance men and the benefits 
that they give to mankind constitute 
their immortality. 
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This New ESTATE-O-GRAPH Portfolio 





planning on doing better in 1932. How? Tue Estate- 
O-GrapH is for those who are sincere—who don’t just 
hope, but who determine to do better. 


Ni; MATTER what your 1931 production was, you are 


Tue Estate-O-Grapu production plan means tying up your 
selling program with your advertising program. It means work- 
ing the two together. It isn’t theory. It’s working in five hun- 
dred agencies. The list of Estate-O-Grapu subscribers is vir- 
tually a roster of the biggest producers in the United States and 
Canada. The portfolio describes the plan, and tells how suc- 
cessful agencies are using it. 


What THE ESTATE-O-GRAPH Is 


THe Estate-O-GraPH itself is a monthly picture publication to 
send to clients and prospects. It visualizes with appealing 
photographs what life insurance will do for the prospect and his 
family. It is interesting, convincing. 


Each issue deals with a different phase of life insurance. Dur- 
ing the year it presents every important phase of life insurance 
with issues on Clean-Up and Mortgage Fund, Monthly Income, 
Educational Insurance, Old Age Protection, Life Insurance as 
an Investment, Insurance for Young Men, Business Insurance, 
Life Insurance Trusts, Insurance for Professional Men and 
Programing and Abstracting. 


THe Estate-O-GraPu is edited by A. D. Lange, originator of 
pictorial advertising and visual selling in the field of insurance. 
It is printed in rich rotogravure, the process used in the picture 
magazines of the great Metropolitan Sunday newspapers. Your 
name, address, company represented and any selling slogan you 
may want, is printed on the first page. Yours is the only name 


that appears. The service is sold on the Exclusive basis except 
in the larger cities. Only one agency in your city can use this 
service: 


What The Portfolio Contains: 


12 Sample copies of THE EstateE-O-GrapH. 

A booklet describing the entire plan. 

Copy of our regular monthly Advance Letter to 
Franchise Holders. 

4. What users say about THe Estare-O-GrapH., 


wh — 


This portfolio is sent on receipt of $1.00. If you order the 
service, the dollar will apply to your account. If you don’t, 
return the portfolio and your dollar will be refunded. 


Send for this portfolio and have it before you when you map 
out your plans for 1932.. Since the service is sold on the Ex- 
clusive basis, prompt action is advisable. 


Tue NATIONAL UNDERWRITER COMPANY, 
A1946 Insurance Exchange Bldg. 
Chicago, Ill. 

For the enclosed $1.00 (check or currency) please send me THE 
Estate-O-Grapu Portfolio. If I order the service this dollar will apply 
on my account. If I do not, I can return the portfolio and my dollar will 
be refunded. 

THe NATIONAL UNDERWRITER COMPANY reserves the right to de- 
cline this order and return my dollar if the exclusive franchise for this city 
has been taken. 
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